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Palmer Reorganizing 
Illinois Department; 
Makes Many Changes 


Legislature Creates Separate Insur- 
ance Department, Abolishing 
Old Arrangement 


PLAN NEW CHICAGO OFFICE 


Insurance Center of State Will Thus 
Have Easier Contact With 
Supervisory Officials 








Illinois is working to place the new 
Insurance Department of the state on an 
eficient and economical basis comparable 
to the New York Department in that 
there will not only be a main office at 
Springfield, Ill. the state capital, but also 
a large and adequate office in Chicago 
to serve the insurance interests of Cook 
County. Ernest Palmer, Insurance Di- 
rector and former general manager 
of the Chicago Board of Fire Under- 
writers, has gained his objective of hav- 
ing a separate Insurance Department and 
is now proceeding with his program for 
improved insurance regulation in_ IIli- 
nois. Up to recently the Insurance De- 
partment was the Division of Insurance 
of the Department of Trade and Com- 
merce. The state legislature voted this 
year to abolish this arrangement and dis- 
tribute the duties among other state de- 
partments, 

The plan of having a branch of the 
new Insurance Department at Chicago 
will mean a considerable saving in ex- 
penses and time to the public and insur- 
ance companies, agents and others in 
dealing with the Department, for there 
wil be far less need for traveling to 
Springfield on Insurance Department 
matters, 


Outlines Progressive Program 


When Mr. Palmer was appointed In- 
surance Director it was known that 
he had many ideas on insurance reg- 
ulation formulated during his years of 
experlence in the fire business in Chi- 
tago. On numerous occasions he spoke 
N insurance supervisory problems in 
talks before meetings of insurance men 
i various parts of the country. Discuss- 
ing his plans for reorganizing and broad- 
thing the work of the Department in IIli- 
hols, Director Palmer said this week: 

“After this year a complete set of an- 
tual statements will be available at the 
Chicago office in the Insurance Exchange 
od the information of the public, and 
‘ose engaged in the business, together 
with a supply of all department publica- 
“ons for public distribution. 

‘Competent people will be in charge 
‘0 handle ordinary problems of the pub- 
in connection with the business of the 
“epartment. 

‘The business of insurance in all its 


(Continued on Page 22) 
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A GOOD AGENCY COMPANY 








lly] Cp eanizzo INSURANCE IS BETTER PREPARED TO PROTECT 
AND DOES BETTER PROTECT THE INTERESTS OF THE 
INSURING PUBLIC, INSURANCE AGENTS, AND STOCKHOLDERS 
OF INSURANCE COMPANIES. 
+ 2 3 
"TRADE ASSOCIATIONS ARE RECOGNIZED BY THE GOVERN- 
MENT AS NOT BEING INIMICAL TO THE PUBLIC INTEREST 
BUT FOSTER FAIR COMPETITION AND ARE A STIMULUS TO 
BUSINESS RECOVERY. 
’ v 2 
THe COMPANIES BUSINESS AND THE AGENTS INTERESTS 
ARE STABILIZED AND MADE MORE SECURE BY COMPANY 
AND AGENT ORGANIZATIONS. 
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No Franchise 


We are thinking of some of the current “don’t-lapse” 
circulars sent to policyholders. 


Policyholders don’t like to be scolded, nor to be 
warned against meanness, negligence, selfishness. Such 
messages are offensive because of their dictatorial and 
accusative nature. Further, there are strong things 
that can be said face to face, when there is friendliness 
in the voice and a smile on the lips, that in stark type 
are infuriating, and tend to make men lapse rather than 
renew. 


The issuance of a policy gives us no franchise to 
treat the policyholder as if .he were an irresponsible, 
small boy, compounded of cantankerous cussedness. 
What a contrast between such circulars and those that 
speak with dignity, with logic, and with a compelling 
emotional appeal! 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 
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Name Two Life Men 
On Insurance Ady. 
Conference Slate 


Henry H. Putnam for President; 
A. H. Reddall for Treasurer; 
Both Well-Known 


NOMINATING GROUP MEETS 
President Withe Says Majority of 


I. A. C. Members Want One 
Broad Organization 











At a meeting of the nominating com- 
mittee of the Insurance Advertising Con- 
ference, the president of which is Stan- 
ley F. Withe, Aetna Life, held in New 
York City on Tuesday of this week, the 
committee named as its recommendations 
for officers to be nominated at the an- 
nual convention which will be held this 
year in Chicago the following: 

President: Henry H. Putnam, John 
Hancock. 

Treasurer: Arthur H. Reddall, Equita- 
ble Life Assurance Society. 

These nominations are of special in- 
terest to the advertising and publication 
end of the insurance business as they 
show that two of the largest companies 
writing life insurance are not members 
of the group which is withdrawing from 
the Insurance Advertising Conference 


and is forming the International Life 
Advertisers’ Association. Some others 
remaining with the I. A. C. are the Met- 
ropolitan, Prudential, National Life of 
Vermont, Sun Life and New England 
Mutual. 


The nominating committee consisted of 
Frank S. Ennis, America Fore; Harry 
A. Warner, Maryland Casualty; J. E. D. 
Benedict, Metropolitan Life; Harold E. 
Taylor, American of Newark, and A. H. 
Reddall, chairman. 

The nominations for vice-president and 
secretary will be made later. 


The Committee’s Nominees 


Henry H. Putnam, who is manager of 
publicity of the John Hancock, is one 
of the outstanding men in that type of 
work. His experience has been wide; 
his knowledge of the business unusually 
broad. The John Hancock advertise- 
ments are in many publications of na- 
tional and specialized circulation. Some 
years ago he was secretary of the Na- 
tional Association of Insurance Agents, 
and he was the founder and publisher of 
the Journal of Insurance Economics, 
which was taken over and succeeded by 
The Eastern Underwriter. The Journal 
of Insurance Economics was established 
in 1899, 

Arthur H. Reddall is assistant secre- 
tary of the Equitable Society, and his 
entire career has been with that com- 
pany, starting with it as an office boy 
He went into the advertising and pub- 
licity division of the Society and became 
one of the most intelligent and resource- 

(Continued on Page 6) 
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The flush production of the boom 
years when slices of Jumbo lines were 
handed around among the agencies has 
turned out to be a poor foundation on 
. *f . 
which to build an enduring life insurance 
general agency. Surplus and brokerage 
business probably will always be an im- 
portant factor in the production of some 
ofices. But recently the trend in agency 
building methods has been strongly to- 
yard the organization of full-time per- 
sonnel even among those offices that 
were geared for this outside business. 
There is no more staunch advocate of 


full-time organization than J. Elliott 
Hall, general agent of the Penn Mutual, 
0 C ‘hurch St., New York. Mr. Hall has 


never wavered in his belief that this is 
the only basis on which to build an en- 


during life insurance general agency. 
Even in those years gee surplus and 
brokerage business was easy to get he 


never was tempted away ‘hon his fund- 
amental idea. It is not that Mr. Hall 
has any objection to brokerage business. 
Far from it. His agency has a most ef- 
ficient and thoroughly organized broker- 
age department with special service for 
brokers. His convictions here stated 
have to do with methods of building a 
life insurance gener: il agency. Mr. Hall’s 
reasoning and “philosophy on this subject 
are particularly pertinent at this time. 


Reasons for Elliott Hall’s Convictions 

“Even before I started my _ general 
agency,” Mr. Hall told The Eastern Un- 
derwriter. “I was in favor of a full 
time agency organization rather than 
brokerage. I came to that conclusion 
since I was at one time associated with 
avery large agency which did approxi- 
mately 50% of its business on a broker- 
age basis. My reasons were that you 
could depend upon a steady volume of 
business year after year from a full time 
agency organization, whereas brokerage 
business was very much more apt to fluc- 
uate. The general agent has a much 
closer contact with his full time organ- 
ization and can from time to time inspire 
them to bigger and better effort where 
i's impossible to call together a group 
of brokers and impart the same enthus- 
iasm to them. In our opinion the broker 
watches every new contract form issued 
by the various companies, and many of 
them are very apt to .change their 
agency in accordance with the change of 
policy, 

“Another reason—we believed that the 
tme would come when there’d be a re- 
adjustment of world and national con- 
ditions. Life insurance was going for- 
ward by leaps and bounds. There had 
to come a halt some day. When it did, 
there’d be a period of readjustment, and 
we felt then, as we do now, that the 
general agency which devoted its time 
and energy to a full time organization 
vould probably come through that better 
and with less loss than the agency who 
depended very largely on brokerage 
usiness, 

“Another thing we believed was that 
avery large portion of a_ general 
‘gency’s increased business year after 
year should come through an increase in 

€ business from their older men, and 
°r several years, in fact I can say five 
> just prior to the crash, we had a 
steady increase in the average amount 








J. Elliott Hall, General Agent for Penn Mutual in 
New York, Gives Views Drawn From Many Years’ 
Experience; Close Contact and Guidance Essential; 


What Analysis of His Agency Production Shows. 


of paid for business by our full time 
agents. We believe you can build your 
volume by an increased production from 
your organization rather than to have 
to fill your agency with too many new 
recruits. 

“The average broker, particularly in 
times such as we have had during the 
last three or four years, has his hands 
full trying to look after the renewal of 
his general business and also has much 
more difficulty financing premiums on 
his general business, which reduces ma- 
terially the time that he would have to 
give to life insurance soliciting. 


How It Works Out in Practice 


Turning to the practical working out 
of his ideas Mr. Hall said, “Say we put 
on ten new me n—it costs money to re- 
cruit, train and supervise those men. We 
get $1,590,000 the first year out of those 
ten men. We believe that in addition 
to putting on ten more new recruits, that 


we should get another $1,500,000 from 
the first ten men by increasing their 
average policy. It’s been my ambition 


to build an agency organization of fifty 
men making a minimum of $10,000 a 
year. We were well on the road until 
the crash came. It’s more economicai 
to get $3,000,000 from ten men than to 
get $3,000,000 from twenty men. The 
second point is that we think it’s our job 
to build men. Not just get business. 
That’s something that can be done with 
full time agents, but cannot be done with 
a group of brokers, because you don’t 
have the contact. This because of close 
personal supervision. We know all about 
a man’s family, his personal affairs—we 
can appeal to him on that basis. You 
can’t do that with a broker. In spite of 
our feeling toward our inability to have 
daily touch with brokers as we do with 
full time men the agency does maintain 
a most efficient brokerage department, 
handling business for brokers who might 
be qualified as virtually full time agents 


for the Penn Mutual, insofar as their 
life insurance activities are concerned. 
Our brokerage business for 1933 is 


slightly above the 1932 production at the 
end of the first six months.” 
Trend of Agents’ Earnings 

Results as reflected in agents earnings 
were revealed in a study made in 1930 
“At the end of 1930 we made a survey of 
thirty men who had been with us five 
years or more. We divided them into 
three groups of ten each and compared 
their commission earnings for 1930,” said 
Mr. Hall. “To illustrate, agent A paid 
for $1,000,000 in 1930. That gave him 
substantially $15,000 in first year com- 
missions—in addition to that he gets 5% 
on that for nine years; therefore, his 
earnings in that year were his first year 
commissions plus nine year renewals. 
We took the present worth on those re- 
newals, which is about 55% of the nine 
year renewals, and showed what his earn- 
ings were for that year commuted to the 
present value. 

“The first ten men earned on that ba- 
sis in 1930 $36,000 more than they made 
on their paid-for business of 1927. The 
second group of ten earned $23,518 more 
and the third group $15,575 more.. Now 
the crash came,. and since the older men 
in the business are the ones who felt 
the crash, our figures are all shot. How- 
ever, it shows you our tendency. An- 





Agency 





J. ELLIOTT HALL 


other thing our records show—we know 
that as we increase the paid-for lives of 
our agents, we not only increase their 
volume but we increase their average 
policy. That would happen with brokers 
too if we had the contact with them. 
But we don’t have the contact. 

Production Experience of New Agents 

Under Mr. Hall’s method the recruit- 
ing plans are an important factor in 
man-power building and_ production. 
Practically all new agents are recruited 
through personal contacts by Mr. Hall, W. 
Stanton Hale, assistant general agent, 
and their associates. The men recruited 
since January 1, 1930—that is, during the 
depression years—have paid for a total 
of $18,185,000. There were seventy-two 
men contributing. Of this total $4,500,000 
was written in the first six months of 
this year. 

An analysis of the records of agents 
for June shows that the first eleven men 
wrote $744,763 in June this year as com- 
pared with $101,998 in June, 1932, a strik- 
ing gain for these agents. Similarly, a 
ing the first six months’ period, the lead 
ing eight agents wrote $2,643,857 in 1933 
compared with $1,463,575 for the first six 
months of 1932. 

This bears out strikingly Mr. Hall’s 
contention that unless the agency is 
building production personnel constantly 
it will be confronted with a drying-up 
trend in future years. 

Recruiting and Training Men 


Discussing this matter of recruiting, 
Mr. Hall said, “Recruiting is always a 
problem which should have the constant 
attention of the progressive agency. Cer- 
tainly this job is made easier if the 
agency personnel is composed of high- 
grade, well-qualified men. This is true 
because of the enthusiasm of those men 
for the business and their agency. They 
in turn tell their friends of the opportu- 
nities in our business and materially as- 
sist by contracting prospective agents 
with the agency. 

“To illustrate: Agent B. is a man who 
made in his former business connection 


Full [ime Organization Key to Sound 


Building 


joins this agency and 
ec makes exactly the same amount of 
money the first year. Three years later 
(his third year in the business) he finds 
he has materially increased his net earn- 
ings. He’s doubled the amount made in 
his former business, and has built up a 
renewal account. He becomes an enthu- 
siastic rooter for not only the life in- 
surance business but for this agency. 
The enthusiasm of the men for the agen- 
cy and for the service they get from 
the agency have aided very materially 
during the last few years. : 
“Another point : We are, of course, 
great believers in organized plans and 
especially organized sales talks. Because 
of close contact in supervision you can 
get a group of full time agents to use 
organized sales talks, but you can't get 
brokers to do it. In other words, it takes 
constant supervision to get a group of 
men, even though they’ve had 
with them, to use organized sales talks 
and organized plans. The job of super- 
vision is never done. No agency can suc 
ceed if it lets down on constant, care- 
ful, intensive and helpful supervision. 
You can’t bring in a group of brokers 
and teach them the life insurance busi- 
ness. They won't give up four to six 


$30 per week. He 
1 


succcss 


weeks for a course. A full time man, 
coming into our agency, must take our 
regular four weeks’ course, which takes 


his full time. That training, of course, 
is destined to help him in solving five 
major problems with which he is con- 
fronted in our business. The problems 
are: 1. Intelligent prospecting. 2. Ana- 
lyzing the needs of the prospect for life 
insurance. 3. Learning definitely what to 
say. 4. Handling the objections that the 
prospect brings up, and we absolutely 
know that we can learn in advance what 


to say under those circumstances. 5. 
Tools of our trade—the various policy 
torms, what they are, where they should 


be sold to cover specific needs, etc. 

“Upon completion of the four weeks’ 
training the full time man must sell and 
pay for 10 lives for $50,000 before. he 
graduates from the Educational Depart- 
ment. Upon his graduation he is placed 
under the direct supervision of the group 
director, who is consistently and con- 
stantly responsible for his supervision 
referred to above. The full time organi- 
zation men, housed under our roof, who 
have their desks here are $486,000 ahead 
in the first six months of 1933. Our con- 
viction of several years ago seems to be 
vindicated at the present time because 
we are not taking a loss.” 

Methods With New Recruits 

The need for recruiting and the meth- 
ods of the agency with new recruits were 
then touched on by Mr. Hall, who said: 

“Even though we build the average 
volume of the old men, we shouldn't rest 
on our oars and not do any recruiting, 
because the general agent who doesn’t 
recruit will find himself without business, 
just as the agent who doesn’t prospect 
will find himself without any. 

“We have been contacting a substan- 
tial number of college men during this 
summer. We have eight in training at 
the present time, plus some ten enrolled 
for our September training class. These 
eighteen were selectd from over 100 col- 
lege men interviewed during this sum- 
mer. In addition to the eight college 


(Continued on Page 6) 
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Of Illinois Life Approved 


Temporary Lien of 70% Against All Policies; Policyholders 
Share in Gains; Agents’ Renewals Protected; Full 
Text of Reinsurance Contract 


With the approval by Federal Judge 


Chicago of the 
the 


Wilkerson at 
submitted by 


James H 
reinsurance contract 
Central Life of Moines which had 
the recommendation of the advisory 
board appointed by the court to study 
all reinsurance proposals submitted, the 
reinsurance of the Illinois Life seems to 
have been finally disposed of. 


Des 


Under the Central Life reinsurance 
contract there will be a lien of 70% of 
the net equity of policies outstanding, 


this equity being the mean reserve of 
the policies less any policy indebtedness. 
The initial lien of 70% will be adjusted 
as soon as practicable after December 
31, 1933, when the lien percentage will 
be finally fixed. 

A moratorium on policy loans and cash 
surrender values up to December 31, 
1938, is provided for in the reinsurance 
arrangement. 

All of the 


is reinsured. 


business of the Illinois Life 
All death claims that have 


accrued since the receivership will be 
paid in full by means of thirty monthly 
installments. 

All death claims accruing after the ef- 
fective date of the contract and prior to 
December 31, 1938, will be paid in full, 
except as to interest on the lien. 

The assets of the Illinois Life will be 
kept in a separate fund and all appre- 
ciation shall accrue to the benefit of the 
Illinois Life policyholders and likewise 
all profits on the business will be turned 
over to them. 

The Central Life will be permitted to 
reinsure the lien and it will charge only 
the actual cost of administering the 
business to the Illinois Life’s policy- 
holders. 

The Central Life will also credit the 
Illinois Life with any profits on rewrit- 
ten business. 

Any policies in force on January 1, 
1948, or at the date of the complete 
removal of the lien if prior thereto, will 
become participating policies of the Cen- 


Text of Reinsurance Contract 


THIS CONTRACT executed July ...., 
1933, between CENTRAL LIFE ASSUR- 
ANCE SOCIETY (MUTUAL), an Iowa 
corporation (herein called “the Com- 
pany”), and ABEL DAVIS (herein 
called “Receiver”’), Receiver of Illinois 
Life Insurance Company (herein called 
“Illinois Life”), WITNESSETH that: 

WHEREAS, upon order of the United 
States District Court for the Northern 
District of Illinois, Eastern Division 
(herein called “the Court”), after hear- 
ing in the case of Layton vs. Illinois Life 
Insurance Company, consolidated No. 
12565, and after recommendation by an 
Advisory Board appointed by said Court 
which heard and considered various pro- 
posals for reinsurance, it has been found 
to be to the interests of the policyholders 
that the business of the Illinois Life be 
now continued under the management 
and direction of an experienced and com- 
petent life insurance company, having a 
reputation for economical management 
and conservative investment policy; and 
whereas from the various proposals for 
reinsurance the Central Life Assurance 
Society (Mutual) of Des Moines, Iowa, 
a mutual life insurance company, has 
now been selected for that purpose: 

NOW, THREREFORE, in considera- 
tion of the respective undertakings of 
the parties hereto, it is hereby agreed: 


Reinsurance and Assumption of Policies 


of Illimois Life 


1. The Company does hereby rein- 
sure and assume the liability of the IIli- 
nois Life, upon the terms and conditions 
hereinafter set forth, under policies of 
insurance, annuity contracts, supplemen- 
tary contracts, survivorship, investment 
fund contracts, and all reinsurance 
sued or assumed by the Illinois Life out- 
standing and in force on November 28, 
1932. 

2. The Company that it will 
reinsure and assume, upon the terms and 
conditions hereinafter set forth, all poli- 
cies which have lapsed since January 1, 
1932, upon the reinstatement thereof in 
compliance with the terms and condi- 


is- 


agrees 


tions of cach such policy. Upon the re- 
instatement of any lapsed policy, it shall 
for all purposes be treated the same as 


if it had been in force on November 238, 
1932 

3. No policy 
lapsed if the 


shall be considered as 
premium to be paid there- 


under was paid in whole or in part to 
the Illinois Life or to the Receiver with- 





in the grace period provided therein or 
within such extended period of grace as 
may have been provided in any statute 
or rule or regulation of the insurance de- 
partment of the state in which the in- 
sured resided, at the time such payment 
should have been made, provided where 
only part of the premium was so paid 
the entire balance shall be paid within 
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MONARCH 


A Company with many distinctive 





opportunities for those who are qualified. 


MONARCH accident and health policies are most noted for the 
exclusive MONARCH “TRIPLE GUARANTEE,” which comprises 
these features—I Noncancellable, II Incontestable and II] Nonprorating, 


The MONARCH “ALL ROUND” COMBINATION, providing 
Noncancellable disability benefits in conjunction with life insurance, can- 
not be excelled as a complete program of estate building and income 
guarantee. 

Write Agency Department for Details 


Monarch Life Insurance Company 


Springfield, Massachusetts 
LIFE—ACCIDENT AND HEALTH INSURANCE 











policyholders by the receiver. 

Other companies that submitted pro. 
posals to the advisory board were th 
Illinois Bankers, Lincoln National, Mon. 
arch of Massachusetts, Old Line of Mj. 
waukee, and the Service of Omaha. 

Among the individuals who submitted 
plans were Donald F. Campbell, James 
M. Crume, Darby A. Day, Arthur § 
Hansen, Hugh D. Hart, James P. Sull- 
van, and George W. Van Fleet. 


tral Life and the policyholders will be 
entitled to dividends on their policies. 

Provision is made for the reinstate- 
ment of lapsed policies in accordance 
with their terms. 

Liberal provision is made for the pro- 
tection of agents of the Illinois Life in 
their renewal commissions. 

The effective date of the contract will 
be thirty-one days after notice of its 
provisions shall have been mailed to the 


terms of the policy, are to be deducted 
from any settlement to be made thereun- 
der, and less interest upon the lien here- 
inafter provided if not paid. 


thirty (30) days after the mailing of 
the notice hereinafter provided. 
Claims For Death Occurring After the 
Effective Date of This Contract 

4. The Company shall pay promptly, 
in accordance with the terms of the pol- 
icy and this contract, every valid claim, 
including additional accidental death 
benefits, if any. for death occurring after 
the effective date of this contract, less 
all amounts which, according to the 


5. Where death occurs after the ef- 
fective date of this contract and prior 
to January 1, 1939, deduction will not b 
made on account of the policy lien, if 
any, against any premium paying policy, 
but deduction will be made for any un- 
paid interest upon the lien. Where deat! 
occurs on or after January 1, 1939, the 
policy lien, if any, together with an 
unpaid interest thereon, will be deducted 
from any such settlement, except to the 
extent that such lien is either waived or 


BUILDING BUREAU * 
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DOG DAYS 


reinsured, as hereinafter provided. All 
provisions of this paragraph are not ap- 
plicable to policies described in_ para- 
graph 30. 


Claims For Death Occurring On or Prior 


* 





need not be 


to the Effective Date of 
This Contract 
6. The Company shall pay in instal- 
ments, as herein provided, each valid 





DULL DAYS 


death claim, including additional acci- 
dental death benefits and arpounts payé- 
ble under supplementary contracts, for 
death occurring on or prior to the ef- 
fective date of this contract less al! 
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Make this your “good new summer-time!” 
heat and get hot—on the trail of new business! 


The personalized help of the Eisendrath Business Building 
Bureau is offered to you—without obligation. 
CHickering 4-4400 for further details: 
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912-14 Empire State Bldg., New York City 
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amounts which, according to the terms 
of the policy and this contract are to be 
deducted from any settlement to b 
made thereunder. There shall also be de- 
ducted from all such claims for death 
occurring on and after November 2) 
1932, an amount equivalent to one (1) 
year’s interest at four and one-half per 
cent (444%) per annum upon the lier 
against said policy. Where death oc- 
curred on or prior to November 28, 19%. 
a like amount shall be deducted as !! 
the policy had been in full force and ef 
fect on November 29, 1932. 


Instalment Payments. 

7. The amount payable under any pol- 
icy for death occurring on or prior t 
the effective date of this contract shall be 
paid without interest in thirty (30) equa! 
monthly instalments, the first instalment 
payable ninety (90) days after the el- 
fective date of this contract. ; 

8. If, under the terms of the policy, 
instalment payments would continue for 
more than thirty-three (33) months after 
the effective date of this contract, then 
the number of instalments specified in 
the policy shall control, but in comput 
ing the amount of each such instalment 
no interest shall be allowed during the 
period of thirty-three (33) months after 

(Continued on Page 12) 
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5 -G. Dickinson Resigns 
From Life Sales Bureau 


HE WAS FIELD CONSULTANT 
Will Devote Entire Time To Life In- 


surance Selling Research; 
Headquarters Hartford 

Stanley G. Dickinson, veteran field 
consultant of the Life Insurance Sales Re- 
search Bureau, and well-known through- 
out the country as he has addressed 
many agency and other meetings, has 
resigned, and will devote his entire time 
in future to research on the job of sell- 
ing life insurance. 

In announcing his resignation Mr. 
Dickinson said: 

“Membership on the staff of the Re- 
search Bureau places one in an unusual 
position to observe and work upon prac- 
tically every phase cf the distribution 
problem in ali its elements. It enables 
one to try out his special interests and 
aptitudes. It furnishes, in the field of dis- 
tribution, a background of broad as well 
as technical information such as is avail- 
able through no other medium. I have 
functioned in that atmosphere and un- 
der those conditions for nearly eight 
years. During that period, one phase of 
the distribution problem has appealed to 
me above all others. It may be character- 
ized roughly as study of the specific 
things which agents do to sell life in- 
surance and I have resigned in order to 
devote my entire time to that one phase 
of the problem. I think it is a phase 
which is of paramount importance.” 


His Work In Bureau 


Mr. Dickinson was one of the best 
known members of the Bureau staff. His 
paper, “Selling Life Insurance Today,” 
was well received at the annual meeting 
of the Bureau last November and was 
fully reported in the Eastern Underwri- 
ter and widely quoted in other papers. 
For several years he edited the Man- 
agers Magazine and Handbook of Agen- 
cy Management for the Bureau. During 
that period, he conducted a large number 
of investigations in many companies 

More recently, he has worked almost 
exclusively in a consulting capacity with 
Bureau members on sales problems aris- 
ing out of the depression. He has been 
identified with many of the most success- 
ful company plans for backing up the 
sales force during the recent difficult 
times. 

For seven years he was a member of 
the faculty of the Managers Schools of 
the Bureau, appearing in that capacity 
before nearly two thousand managers, 
general agents and supervisors in all 
parts of the United States and Canada. 
Mr. Dickinson will continue to maintain 
his headquarters in Hartford. 


A. W. PISTON LUNCHEON 


Boston Agents é Galen Central Hold 
Surprise Affair on Associate Mana- 
ger’s Twenty-Fifth Anniversary 
Anthony W. Piston, associate manager 
of the Boston agency of the Union Cen- 
tal Life, celebrated his twenty-fifth an- 
hiversary with the company recently, and 
Was given an informal surprise luncheon 
by the Boston agents. He was presented 
with a pen and pencil set by the agents, 
and with an anniversary cake by the 
office staff. The agents’ presentation 

was made by Harold A. Smith. 

Mr. Piston accompanied Harry W. 
Morgan to see a supposed annuity pros- 
pect and found the agent’s luncheon in- 
stead. Frank E. Rowe, who has been 
with the Union Central forty years, pre- 
sided and reminisced of the days when 
Mr. Piston first joined the agency. 





OKLAHOMA “GooD NEWS 
The Oklahoma National Aid Life has 
had new business recently equalling its 
Production in the peak years of 1928- 
1929. An average of $500,000 weekly is 
being written. 

















Speaking of Thrills 


What is comparable to that ex- 
perienced by the Life Insurance 
salesman who has succeeded in con- 
vincing a family provider of the 


necessity 





for adequate protection? 


To have been a factor in providing such a 
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safeguard for a mother and her children 
is in itself an accomplishment worth 


while. 


Be earnest in your effort 


to convince fathers! 





Che Prudential 


Insurance Company of America 


Epwarp D. Durrie.p, President 


Home Office, Newark, New Jersey 























Entire Association 
Voting on T. M. Riehle 


SPECIAL MEETING WAS CALLED 


Five Prominent New York Insurance 
Men Asked President Mulligan 
to Issue the Call 


s The Eastern Underwriter went to 
press the Life Underwriters Association 
of the City of New York, Inc., was hold- 
ing a special meeting to vote on a reso- 
lution making recommendation to the ad- 
visory nominating committee meeting in 
Chicago that “it support the candidacy 
of Theodore M. Riehle for president of 
the National Association. The New York 
City man on the committee is Clancy D. 
Connell, general agent Provident Mutual. 

At the meeting of the executive com- 
mittee of the local association last week 
the committee decided by a vote of 20 to 
9 against recommending Mr. Riehle’s 
name to the advisory nominating com- 
mittee. The constitution of the associa- 
tion provides that a special meeting can 
be called if such a request is signed by 
five members. President Mulligan was 
asked to call the meeting by Gerald 
Eubank, New York manager of the 
Riehle campaign; D. G. C. Sinclair, Met- 
ropolitan Life; Harry Gardiner, John 
Hancock; Frank W. Pennell, Mutual 
3enefit; A. V. Ott, Equitable Society. 
President Mulligan accordingly sent out 
the accompanying notice: 

“Pursuant to Section 3 of Article VIII 
of the constitution of this association 
there will be a special meeting of the 
association held at the Hotel Astor Grand 
Ballroom at 3 p. m. on Thursday, July 20, 
1933, for the purpose of acting on the 
following resolution: 

“Resolved, that the Life Underwriters Associa 
tion of the City of New York, Incorporated, in 
special meeting assembled on Thursday, July 20, 
1933, at the Hotel Astor Grand Ballroom, rec 
ommends to the Advisory Nominating Commit 
tee and to the Nominating Committee of the 
National Association of Lite Underwriters the 
name of Theodore M. Riehle as President of 
the National Association of Life Underwriters. 

“And be it further resolved, that the repre 
sentative of the Life Underwriters Association 
of the City of New York, Incorporated, in at 
tendance at the Nominating Committee meeting 
at Chicago, Illinois, in September, 1933, at the 
time of the assembling of the 44th Ann ual Con- 
vention of the National Association of Life Un 
derwriters, 

Be and is hereby instructed to cast the vote 

of the Life Underwriters Association of the 

City of New York, Incorporated, for the said 

Theodore M. Riehle for president of the 

National Association of Life Underwriters, 

“And be it further resolved, that a copy of 
this resolution be forwarded to Chester O. 
Fischer, Chairman, Advisory Nominating Com 
mittee, 506 Olive Street, St. Louis, Mo., and to 
all of the other members of said Advisory Nom 
inating Committee, 

“Under the constitution and by-laws 
no other matter of business may be pre- 
sented at this meeting.” 


¢ AHEAD IN JUNE 


Mutual Benefit Shows Increase for First 
Six Months of 10%; Forty-five of 
Company’s Agencies Gain 
June paid-for business of the Mutual 
Benefit Life was 85% greater than in 
June, 1932, being $21,000,000 this year 
compared with $11,000,000 last. There 

were 996 more lives written. 

For the first six months of the year 
the paid-for production is 10% ahead of 
the period last year. 

Forty-five of the company’s sixty-one 
agencies showed large increases during 
June over the previous year, and twenty- 
seven are ahead for the hi iulf-year. Mem- 

vership in the company’s honor produc- 
tion clubs has almost doubled in the past 
two months. 


NOW THE STANDARD RESERVE 

At a meeting in Niagara Falls the 
Fraternal Aid Union changed its name 
to the Standard Reserve Life Insurance 
Association. The fraternal group has 
been organized for forty-three years. 
George R. Allen, president, and all 
other major executives were re-elected 
for four-year terms. 








Slated for President 
of Ad Conference 


PUTNAM 


HENRY H 


Ad Conference Slate 


(Continued from Page 1) 


ful advertising managers in America. He 
s editor of \gency Items, the Society’s 
gency publication, a paper which can 
arrive at the kernel of a life insurance 
argument with uncanny accuracy and 
economy of space, and is exceedingly 


r¢ adable. 
New Statement by Piesident Withe 


statement relative to the Insur- 
ance Advertising Conference and the 
movement for a separate organization by 
some of the life group of the Confer- 
ence President Withe said on Tuesday: 
“There has recently been a movement 
afoot among some life members repre- 
a minority of the Conference, 
the idea that the Life Group 
from the Conference and form 
a separate organization. A vote taken 
of the entire membership has favored 
the Conference continuing as organized. 
“The majority of the membership of 
the I. A. C., including representatives of 
103 of the largest life, fire and casualty 
companies doing the great bulk of insur- 
ance advertising, feel that a great deal 
more is to be gained through cohesion in 
one broad organization than through 
membership in minor groups. 


Favor I. A. C. 


“Representatives of the big life insur- 
ance advertisers, such as the Metropoli- 


Ina 


senting 
fostering 


separate 


tan, Equitable, Prudential, John Han- 

wk, National Life of Vermont, New 
England Mutual Life and others who 
have lon been identified with the 
Conference, have expressed the opin- 
ion that greater benefit can be derived 
from broad discussions of advertising 


ideas and methods with other large ad- 


vertisers in the fire and casualty lines 
than discussions of life insurance pub- 
licity methods with life men only. 
“Several members of the Life Group 
who originally favored separation from 


e have changed their opin- 
and concluded that it is more advan- 


tageou 1 in the Conference. One 
such member has just written to me as 
‘Perhaps I ought to say a word 


tion. I had the notion that this 
proposed divorce was one in which the 
parties had agreed to disagree—in short, 
that the fire and casualty members de- 


ired to go their way and the life men 
to go theirs. It has since been a sur- 
prise to me to find that this was not 
strictly the case. I discover that the sit- 


uation is quite different from what I first 
understood it to be. I personally have 
never had any occasion to feel that the 
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I. A. C., as constituted with fire, casualty 
and life men, was in any sense an in- 
compatible group, for our advertising 
principles and methods are very similar. 
My feeling is that a very fine set of men 
are identified with both groups and that 
up to this time they had achieved 
through their organization a number of 
desirable things in the development of 
insurance advertising. I think this good 
work will go on, and that we will con- 
tinue to prosper as an all-American 
group of insurance advertisers.’ ” 





VOTE TO SKIP CONVENTION 
National Life of Vermont General 
Agents Postpone Meeting Until Next 
Year; Writing Summer Business 

General agents of the National Life of 
Vermont have voted not to have the 
annual club convention this year, and 
the company has therefore postponed the 
meeting until 1934, when production that 
would have qualified agents for the 1933 
convention will be recognized. 

The club was to have met in Chicago 
in September, but when one of the gen- 
eral agents canvassed among the others 
he found a sentiment that agents wou!d 
find it more profitable to give up the 
club convention this year. One reason 
for this is the improvement in business 
conditions, indicating that the usual sum- 
mer slump may not exist this year. Since 
the agents have gone through a _ long 
period of difficulty, it was believed that 
every advantage should be taken of the 
business improvement. 

WIDOW OF ATHLETE SUES 

The mysterious death of Von Donald 
Taylor, former Armour Tech athlete and 


insurance man of Indianapolis, was 
brought into the limelight again when 
the widow filed five suits in Federal 


court against three insurance companies 
for collection of about $35,000 insurance 
which she alleges the companies refuse 
to pay. Taylor was found dying in 
front of his home mysteriously. 

















TRIPLE INDEMNITY 
LIFE INSURANCE 


with 
Weekly Accident Disability 


One Contract for One Premium 
General Agency Contracts available at Cincinnati, Ohio; Columbus, Ohio; 
Toledo, Ohio; Erie, Penna.; Harrisburg, Penna.; Detroit, Michigan. 


Inquire 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 
United Life Building 

Concord, New 


Hampshire 














L. J. GILLIS AT MINNEAPOLIS 

In announcing in The Eastern Under- 
writer last week the appointment of Lee 
J. Gillis as general agent for the Na- 
tional Life of Vermont, it was said that 
Mr. Gillis would represent the company 
at Cedar Rapids. Instead Mr. Gillis, who 
has represented the Equitable Society at 
Cedar Rapids, will represent the Nation- 
al Life of Vermont at Minneapolis. 
There is no change in the general agency 
of the Vermont company in Cedar 
Rapids. 








Annuities at Work 


We wish every field man could read and handle 
the letters we have been receiving from our an- 


nuitants. 


With no earning power left and other sources 
of income in many cases largely cut off, these 
people, many of them in their seventies and eight- 
ies, seem to be devoid of panic and to take great 
pleasure in expressing enthusiasm and even grat- 


itude for their annuities. 


Our booklet containing these letters will encour’ 
age and help you sell annuities. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





Elliott Hall 


(Continued from Page 3) 


men in our present class, we have four 
former business men. We sign no con- 
tracts when we enroll the men for our 
class of instruction, because we're not 
convinced that they should be in the 
agency, in spite of the fact that we se- 
lected them in the light of experience. 
We put them in training for four weeks, 
during which time they do no soliciting, 
but they must demonstrate to us _ that 
they can prospect and adapt themselves 
to our methods of life underwriting. At 
the conclusion of the training period we 
eliminate those who have not measured 
up to our standards, and contract the re- 
mainder.” 


Individual Production 


Mr. Hall made a study of the individu- 
al production records of his leading 
agents for comparison with last year and 
these are given below. Agents Nos. 1, 2, 
3. 4 and 5 in standing in the agency for 
the first six months are all men recruited 
since January 1, 1930. 

First Eight Men—Six Months 








1932 1933 
ener $53,500 $438,551 
a Sea oee 169,545 428,395 
BD cccaved 329,674 412,765 
ee 188,280 321,780 
DS smatess 243,984 278,658 
Sera 255,519 261,531 
| re 125,673 261,049 
veka 97,400 241,128 

$1,463,575 $2,643,857 
June—First Eleven Men 

1932 1933 
pee $3,200 $270,340 
(eee 7,500 110,680 
> Seer. 33,400 Pern 
’ een 21,294 53,341 
Rilcdiateas oceans 45,558 
W- pamenns 20,500 38,013 
ary 12,104 37,880 
eee 3,000 32,156 
- a Soe aD ee 31,840 
_ eee 1,000 27,575 
De ediacs witeoe 27,340 

$101,998 $744,763 





W. KURT MILLER APPOINTMENT 

W. Kurt Miller, a prominent building 
and loan executive of Kansas City, Mo., 
has been appointed general agent there 
for the Continental Life of St. Louis. 
He is associated with T. D. Van Osdell, 
who has been general agent there for 
some time. 
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CONNECTICUT 
MUTUAL LIFE 
INSURANCE 
COMPANY 1846 














Results for 1932 


All New Premiums - - - - $ 6656,447 
Total Premium Income - - - 32,784,003 
Investment Income - - - - 9 462,795 
Total Income - - - - - 44952271 
Admitted Assets - - - - 218,806,307 
Unassigned Funds - - - - 9,118,792 
New Insurance Paid For - - 102,173,481 
Insurance in Force - - - - 950,563,996 
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The Connecticut Mutual issued 
its first policy on December 15, 
1846. 
* * * 

Opening an office in 1848 in St. 
Louis, The Connecticut Mutual 
became the first life insurance 
company to establish an agency 
west of the Mississippi River. 


* * * 


In 1861, the Company's organi- 
zation reached the Pacific coast, 
with the establishment of an 
agency in San Francisco. 


* * * 


Now operates in 34 states. 


* * * 


On March 23, 1882, The Con- 
necticut Mutual adopted the 
3% reserve and for over fifty 
years has been building its pol- 
icy reserve liabilities upon this 
conservative basis. 


* * * 


Total benefits to policyholders 
and beneficiaries since organi- 
zation (including present assets) 
amount to more than $750,000,- 
000. This sum exceeds by over 
$130,000,000, total payments 
by policyholders. 





As of December 31, 1932 


TOTAL ADMITTED ASSETS | 


$218, 806,307.87 


Distributed as Follows 








ee Ce ee as Re PION EN dar a aR 2.03%, 
United States Government Bonds... 4.65% 
State, County and Municipal Bonds... 1.52%, 
Dominion of Canada Bonds... 58%, 
Canadian Provincial and Municipal Bonds... _ 1.42% 
Other Foreign Government Bonds... 11% 
EI RS ere eee pastaces 12.15% 
aes _ 13.78% 
LLL LTT NEE 67%, 
Bank and Guaranteed Railroad Stocks... 4.78°/, 
Public Utility and other Stocks. 1.01% 
Farm Mortgages ............. Sa etastatamm aise _ 16.64%, 
City and other Mortgages... Fe aa RLS 10.68% 
I ss  caseesieaeananeeneen 20.37%, 
Real Estate Owned (Inc. Home Office)... 4.22% 
Miscellaneous Assets 022222 eee 4.39%, 

100.007, 
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: = 


LIFE INSURANC 


HARTFORD 








Re CBE CBE CCEA CE 





Le (FA CSN CS CEN CO 


-C3 














+— Live—_+ 


es : 






ee ee Us 
ED THE EASTERN 





July 21, 1933 





° Ss Montgomery— 

















Keeping in Touch With the Best Ideas. Checking 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. 
Why Do I Not Get Results I Feel I Am Entitled To? 


Where Do I Fall Down? 


Test Problem: How Would You Reply? 


Prospective Client: 


aside enough in reserves each year to provide for the future. 


“I am getting good returns from my profession and am setting 


I am having a 


special investment program for that purpose worked out now and I do not see 


why I should spend any money for insurance. 


There are several financial insti- 


tutions of high standing with compound interest accumulation plans that are very 


attractive. 


Here is an illustration from a company that has been operating suc- 


cessfully for over sixty years with as strong a list of directors as can be found 


anywhere in financial circles. 
dying. 


I feel that 1 ought to plan for living as well as 
The yield shown is very much better than any life insurance company 


figures, assuming I live, and on your own figures 63% of men over forty will 


reach sixty-five. 


By that time my children will be able to look out for them- 


selves and my wife and I can live comfortably upon the income from the accumu- 
lated principal, or buy an annuity then,” 


Life Underwriter: * * *? 


(1 will send an autographed copy of Better Methods 


of Selling Life Insurance to the three best responses to this prospective client’s 
point of view. Two experienced life underwriters fell down on this case. The 
original response which got a check with the application will be published later. 
The prospect was a man of intellectual attainment, a logical reasoner, strong 


in facts and figures, age forty-one. 
$50,000. 
question did he ask ?) 


How did the successful life underwriter arrive at this figure? 


The amount of life insurance proposed was 


What 


The Unit of Efficiency 


It seems to me that some reaction is 
coming to the high tension group training 
plans and methods of stimulation used by 
many companies. I| think it puts too 
much emphasis on crowd psychology and 
not enough upon individual psychology. 
There is too much depending upon the 
law of averages, too much emphasis upon 
oratory, and the talks of the big pro- 
ducers. 

Even the group lecture plan has serious 
disadvantages. In the army when going 
into action a soldier feels some comfort 
in a general advance when he can see a 
comrade on his left and right, but it is a 
different situation when he is all alone, 
crawling on his stomach, wriggling in 


mud-holes, with countless unknown fac- 


Practice Selling as 


This question is of such general impor- 
tance and widespread application that I 
am answering it separately. 

Production Manager: 

You have a sales problem yourself with 
the members of your agency. I suggest 
you take ten men who are willing to 
make the experiment, convince them that 
they will increase their business to a sur- 
prising degree if they will follow out the 
method. 

They can be brought to understand 
that golfers will cheerfully practice a 
stroke for hours to improve their tech- 
nique. The same thing applies to all 
winners in sport, be they tennis players, 
swimmers, billiard players or boxers. 
There is one best, easiest and quickest 
way to doa thing. Why not find it out 
by practice and tests? 

Advertising copy writers spend a great 
deal of time and thought holding endless 
conferences to be sure that every word 
written will count before expensive space 
is used. They cannot afford to take any 
chances. Is it not also desirable to study 
and weigh every word carefully that is 
to be used in face to face relationships ? 
Is it not a courtesy to the prospective 
client to save his time and energy and 
enable him to grasp the ideas presented 
easily and quickly? Are not the chances 
for success immeasurably greater ? 

Let each member of the group set up 
an actual case in a standard way and 
have presentations made at group meet- 
ings with criticisms to be made on effect 


tors to contend with. He must fall back 
upon native wit and resourcefulness or 
perish, 

Life underwriters and prospective life 
underwriters should be studied as indi- 
viduals by trained interviewers using 
scientific tests, and should be coached as 
individuals in selling technique to under- 
stand and make the most of their per- 
sonality traits, only using group methods 
for the study and interpretation of facts. 

The unit of efficiency should be the in- 
dividual and not the group. One well 
selected, well trained man is worth a hun- 
dred misfits who have to be kept going 
from day to day by emotional stimulus 
The percentage of results per call is ri- 
diculously low. 


Strenuously as Golf! 


of entrance, method of selling the inter- 
view, establishing confidence, probing for 
the facts, setting up the plan, selling the 
plan, putting prospective clients in pic- 
tures they want to be in, and getting the 
matter settled. 

In this way the sequence of ideas will 
become a matter of habit and lead to 
the development of more mental imagery 
as each man develops a track for his 
ideas to run along. A collection of dy- 
namic, impelling words and phrases can 
be collected as the outcome of each group 
meeting and systematically arranged in 
a notebook for permanent use. 

A dictating machine will help to em- 
phasize tone values and when proficiency 
has been attained actual records can be 
made of the presentations so that the 
value of an even flow and rhythm can 
be appreciated. These records can be 
played on phonographs as standard prac- 
tice material. 

There is nothing like this to bring 
home to a man the importance of con- 
stant practice to enable him to convey 
his ideas effectively and develop his 
powers to convince and persuade. When 
results justify statistics then another ten 
can be selected, and so on through the 
entire agency. Members of each group 
should be as homogeneous as possible. 


Mr. Montgomery will answer the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 


HOLD B. S. WALSH DRIVE 





Home of America Agents Produce Three 
Applications a Day on Average in 
East Pennsylvania District 

An average of three applications from 
every agent for every day in June was 
set up by the Home Life of America 
field force in Division No. 2 during a 
drive held in honor of the birthday of 
Basil S. Walsh, president of the com- 
pany. The division is under Supervisor 
D. M. Miller and comprises the north- 
east corner of Pennsylvania. 

The fieldmen brought in a combined 
production of 6,148 Industrial applica- 
tions, 232 Ordinary applications for 
235,500, and a revival of $127,000 can- 
celled Ordinary. The goal was to have 
an application a day from every man. 
There were 108 agents measured up to 
this, and in this districts of Allentown, 
Easton and Lancaster every agent se- 
cured a daily application. 


PRIZES FOR SALES IDEAS 
Life Insurance Selling, St. Louis, has 
announced that it is offering seventeen 
cash prizes in its eighth annual conser- 
vation and sales idea contest which be- 
gan June 1 and will end August 15. 
Prizes are divided as follows: One 
prize of $10, six prizes of $5 each and 
ten prizes of $2 each. In addition twen- 
ty-five other contestants will receive 
honorable mention awards _ entitling 
them to a year’s free subscription to the 
magazine, 


PHILIPPINE ASSISTANT 

_Dr. E. L. Hall has been appointed as- 
sistant to E. E. Elser, Philippine Islands 
manager for the Manufacturers Life of 
Canada. Dr. Hall, who holds a Doctor 
of Philosophy degree from Columbia for 
educational work, was with the Y. M. 
C. A. in Shanghai when he entered life 
insurance in 1929, 











Can He Pay? 


The important question in pros- 
pecting today is, “Can he pay?” 
Fidelity agents learn this in ad- 
vance, through their lead service, 


in thousands of cases. 
serves time. 


This con- 


It increases the num- 


ber of hours face to face with 
interested prospects. 


More Interviews—More Sales 


The 1932 experience shows that 
the ratio of calls to interviews to 
sales is greatly improved when 
agents go in behind the lead serv- 


ice. 


the concentration on 


Present day selling demands 
interested 


prospects, able to buy, developed 
by this Fidelity service. 


Send for booklet 


“The Company Back of the 


si 


Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALGOT Presudent 












































to apply to 














34 Nassau Street . 






DAVID F. HOUSTON 


resident 










THE FORMULA 
of SUCCESS 


IFE INSURANCE can be explained in plain, everyday 
| language. The facts can be simply stated. People need to 

be told about life insurance by one who knows life insurance 
and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. 
all standard forms of life insurance. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


It writes Annuities and 


Double Indemnity Benefits. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
Vice-President 


and 
Manager of Agencies 
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Miss STEVENS wanted 
to make SURE her mother 


could live on in their home 


The Equitable Case Method of life in- 


surance planning showed an easy way 


MANY a woman today provides a home for a mother 
who is solely dependent upon her. Miss Ethel Stevens 
is one of these. 


A study of her problem by a trained Equitable 
agent showed how, in event of her death, the home 
could be left free and clear to her mother, together 
with a monthly life income. 


This plan included a life income retirement provi: 
sion for Miss Stevens herself if she outlived her mother. 


The program which made this possible called for 
payments by Miss Stevens which were well within her 
means and took into account her other financial obliga- 
tions. This is one instance of how the Equitable Case 
Method gears the insurance plan to the needs and the 
conditions of each individual. 


Let an Equitable agent 

THE EQUITABLE apply the Case Method to 
ve seditncwes your financial problem 

LIFE ASSURANCE Whether you are married or 


single you have your own financial 
requirements. These the Equi- 


Ss foleri aad table agent considers carefully. 


SECURITY ~ PEACE OF MIND 


Drawing on the fund of experi- 
MUTUAL — COOPERATIVE ence which the Equitable has 
gained in serving over a million 
OF THE U. Ss. policy-holders, he is able to sug- 


gesta program best adaptedtoyou, 


NATION-WIDE SERVICE 














Thomas I. Parkinson, President 








Advertising the 


EQUITABLE CASE 


<e« METHOD 


For several years the “Case Method” has 
been used in the educational training courses 
of The Equitable. By means of it, Equitable 
Agents have been taught to analyze a man’s 
need for life insurance, and to fit the policies 


to his specific requirements. 


The EQUITABLE “CASE METHOD” of 
life insurance planning is now being brought 
before the public in a series of advertise- 
ments in national magazines and weeklies. 
It is hoped thereby to acquaint the public 
with the value of a careful study of the indi- 
vidual’s needs before a particular type of 
policy is recommended. The advertising is 
also designed to call attention to the fact that 


Equitable Agents are especially trained to 


render such a service. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 Seventh Ave., New York, N. Y. 
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Fidelity Fortifier, 
New Policy, Issued 


TERM WITH SPECIAL FEATURES 


10% of Face Payable as Endowment at 
Age 65; Convertible Up to Age 60; 
Has Cash and Loan Values 


The Fidelity Fortifier, which is a term 
policy to Age 65 with endowment at 65 
amounting to 10% of the face, and with 
intermediate cash and loan values begin- 
ning with the third year, has _ been 
brought out by the Fidelity Mutual. 

The Fidelity Fortifier will be issued at 
Ages 20 to 55 inclusive, and will have a 
minimum limit of $5,000 per policy. The 
maximum amount on an individual risk 
will be in accordance with the company’s 
limits for term plans. 

The face amount of the policy is pay- 
able in event of death at any time prior 
to twelve o’clock noon on the anniver- 
sary of the policy on which the insured’s 
age at nearest birthday is 65 years. On 
this anniversary a maturity value of 10% 
of the face amount of the policy will be 
paid as an endowment. 

Prior to Age 60 the insurance may be 
converted on the basis of attained age 
without medical examination to a like 
amount of insurance under any of the 
permanent plans (without disability ben- 
efits). The policy may be issued with 
accidental death benefit, but not with 
disability benefits. 

Purpose of Policy 

Describing the purpose of the policy 
the company says: “It is designed for the 
man who has pressing need for a greater 
insurance estate, yet who is faced with 
uncertainties or financial limitations 
which cause him to withhold decision on 
an adequate plan of permanent insurance. 

“It meets the need of the man who is 
unwilling or unable to make the outlay 
for the usual permanent plans of insur- 
ance and who nevertheless has a more 
extended need than can be met by the 
usual forms of term insurance. 

“Principal among the advantages of- 
fered under this plan is the opportunity 
to insure one’s insurability right up to 
age 60 and at the same time enjoy rates 
comparable with low rate term insur- 
ance of comparatively short duration. 

Illustrations of the rates follow: 

Fidelity Fortifier Rates 


$10,000 Insurance—$1,000 Cash Value at 65 


Age Premium Age Premium 

20 $130.50 40 $209.10 

25 142.40 45 247.70 

30 157.70 50 304.00 

35 177.90 55 391.50 
Illustration 


$10,000 Insurance—$1,000 Cash Value at 65 
Age 35—Annual Premium $177.90 
Annual Credit 
on Conversion 
(Life Basis) 


End of Year Cash Value 
3 


90 $10.80 

5 220 18.80 
10 680 42.50 
20 1320 103.20 
30 1000 Bisennv erie 


“OLD EQUITABLE” RESULTS 








Bonuses Given by English Company More 
Than Doubled Face Amount of 
Policies Long in Force 

The Equitable Life Assurance Society 
of Great Britain, known as the “Old 
Equitable,” last year wrote over 1,800 
new policies for an average of £1,000 
each and annuities granted of £56,000 a 
year. Death claims amounted to £339,543 
including amounts paid under the socie- 
ty’s arrangement allowing interest from 
date of proof of death. 

In an analysis of the totals of claims 
paid under whole life policies it is shown 
that the original sums assured were 
£102,900 and that bonuses amounted to 
£121,451, making £227,351, and with bon- 
uses previously commuted of £18,829 a 
total of £246,180. On the average, there- 
fore, every £1,000 of original insurance 
was increased to £2,392. The system of 
allotting reversionary bonuses by the 
“Old Equitable” results in the payment 
of large additions to policies which are 
long in force and contributes substantially 
to the earnings of the surpluses. 
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Sherman Manchester Gets 
Hartford Guardian Agency 


Sherman A. Manchester, for the past 
six years with the Guardian Life in New 
York City, has been made Hartford gen- 
eral agent for the company. He will 
have headquarters at 650 Main Street in 
the Connecticut capitol. 

Mr. Manchester, who is a native of 
Ohio and a graduate of Kenyon College, 
entered life insurance in Ohio shortly 
after his graduation. After a number of 
years in that territory he came to New 
York City where he has been engaged in 
personal production and managerial 
work. 

Livingstone T. Steadman, a leading 
producer of the Guardian’s Detroit 
agency, has been made special agent for 
the company at its Sioux Falls agency, 
to serve in a supervisory capacity. He 
has been with the Guardian five years. 
His appointment comes as part of the 
Guardian’s policy of developing mana- 
gerial and supervisory timber within its 
agency ranks. 


NARDIN TALKS ONNIRA 


Roosevelt Plan for Recovery Will Pre- 
serve Wholesome Forces of Competi- 
tion, Missouri State Head Thinks 
William T. 
Missouri State Life, expressed his views 
on the National Industrial Recovery Act 
in a recent radio broadcast over station 
KMOX of St. Louis. He declared the 
industrial recovery act has given to in- 
dustry the most wholesome and _ benefi- 
cial privilege it has ever received—author- 
ity to agree on fair business codes 
sanctioned and enforced by the national 

government. 

He stated that in the name of com- 
petition business practices had developed 
during the past forty-five years that 
might more properly be termed piratical 
than competitive, and that far from con- 
tributing to the life of trade they have 
promoted death and decay and have been 
destructive of prosperity. He added that 
under the industrial recovery act these 
obnoxious practices will be entirely elim- 
inated from industry while the wholesome 
and constructive forces of competition 
will be preserved. 

He remarked that the law might prop- 
erly be termed an enabling act, since 
it is entirely up to the public to say 
to what extent the country shall benefit 
from the provisions of the act. 


Nardin, president of the 





A “NEW DEAL” POLICY 





Issued by Pilot Life in Minimum Units 
of $5,000; First Year Is Low 
Cost Term 

The Pilot New Deal Policy, issued in 
minimum units of $5,000, has just made 
its bow in the Pilot Life. This contract 
for the first year is low-cost term insur- 
ance, $1,000 of which automatically con- 
verts to the Whole Life Plan at the end 
of one year, and each year thereafter 
another $1,000 is so converted until the 
entire face amount has been changed to 
the Whole Life Plan. 

If sold in larger units, such as $10,000, 
the conversion takes place in units of 
$2,000 each year. 

The new contract was named by Harry 
F. Lynch, Pilot representative in Sumter, 
S. C., who was first to suggest the win- 
ning title in a contest staged among the 
field men. Some ten agents suggested a 
similar title, but Mr. Lynch wired in his 
selection ahead of the others. 





MUTUAL’S VA. AGENTS MEET 

Charles F. Jenness of Richmond has 
been elected president of the Virginia 
Club of the Mutual Life of New York. 
This organization, composed of Virginia 
agents for the company, held its annual 
meeting in Richmond recently. A ban- 
quet was held with S. B. Love, Virginia 
manager for the Mutual Life, as toast- 
master. 








SELLING 


RETIREMENT 


INCOME 


As a result of the lessons taught by the past few critical 
years, an increasing number of people are now determined 
to follow a more conservative program to attain financial 
independence. Many of them will quite naturally turn to 
the well-managed life insurance companies. 


Through life insurance, men and women not only can 
protect their dependents against financial loss in the event 
of premature death, but they can also build up a cash 
reserve for themselves for emergency needs during the 
middle years of life and provide funds which will assure a 
steady, guaranteed retirement income for old age. 
and more, people are recognizing the unique advantages 
of life insurance from an investment viewpoint. 


The New York Life Agent is in an exceptionally strong 
position to be of service to such individuals. He represents 
a Company whose financial strength is unquestioned. 
Option Three of the New York Life policy contract pro- 
vides a retirement income on all policies which mature as 
endowments, or are surrendered for cash. The Agent has 
a wide choice of new as well as old insurance contracts to 
fit the particular needs of his clientele for retirement in- 
come; also single premium and annual premium, and im- 


mediate and deferred annuities. 





HOME OFFICE BUILDING 


New York Life 


Insurance Company 


More 


51 Madison Avenue 
New York, N. Y. 
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Anderson, Riehle and 
Eubank in Same Forum 


spPEAK AT WOODS CONVENTION 





National Association Politics For Time 
Being Gives Way to Salesmanship; 
Riehle Entertains Anderson 





A truce was called in the campaign for 
presidency of the National Association 
of Life Underwriters when at the four 
days’ convention of the Edward A. 
Woods Agency, Inc., of Pittsburgh, 
held in Ocean City, N. J., two of the 
principal program features were C. 
Vivian Anderson, Provident Mutual, 
Cincinnati, and Theodore M. Riehle, 
Equitable Life Assurance Society, New 
York. Anderson and Riehle, both vice- 
presidents of the National Association, 
are making a spirited campaign to head 
the National Association. They are per- 
sonal friends. To give added color Ger- 
ald A. Eubank, New York manager of 
the Riehle campaign, who has a summer 
home at Ocean City, also made a short 
talk and entertained Anderson at his 
home. W. M. Duff, president of the 
agency, is general manager of the Riehle 
campaign. All political tomahawks were 
buried during the convention. 


Talk Managerial Problems 


The attendance, including wives, was 
400. At the preliminary meeting of the 
staff and district managers William M. 
Duff, president of the agency, and C. B. 
Metgzer, superintendent, discussed mana- 
gerial problems. L. L. Lenz, assistant 
manager of the Boyce Agency of the 
Society in Syracuse, and A. J. Farns- 
worth, agency manager in Boston, made 
addresses which were followed by open 
discussion of managerial questions. 

Harry Headley, mayor of Ocean City, 
welcomed the convention. D. A. Walker, 
second vice-president of the Society, dis- 
cussed financial standing of the company, 
and Rev. Warren Giles, East Orange, N. 
J. spoke on present day problems. Mr. 
Metzger presented a review of business 
during the frst six months. Horace H. 
Wilson of New York, Frank B. Runyan, 
superintendent of agencies, and A. M. 
Spalding, director of training, both from 
the home office, also made addresses. Mr. 
Duff presented outlines for a summer 
campaign. 


NOT SELLING PROPERTIES 





Companies Withdraw Acquired Real Es- 
tate Anticipating Improvement in 
Market in Future 
The Lincoln National Life of Fort 
Wayne, Ind., has withdrawn from the 
real estate market all city and farm prop- 
erties that the company has acquired 
through foreclosure. Similar action has 
been taken by other life insurance com- 
panies as they are in no need to press 
the sale of acquired properties and the 
better turn in the general real estate 
market gives promise of higher prices for 
these properties when they are finally 

disposed of. 


W. G. LUDLOW DEAD 

William G. Ludlow, for many years an 
agent for the Aetna Life in Worcester, 
Mass., but retired a few years ago, died 
recently in Worcester. He had repre- 
sented the Aetna. for over forty years 
He was a son ot a former governor of 
New Jersey. 


UNION CENTRAL LEADERS 
Leader of the Union Central Life for 
June was James F. Shanahan of Aurora, 
lll, with the company since 1929. J. R. 
McGreevy, Fargo, N. D., led in 
settled for the third month straight. 


cases 


AGENT KILLED BY RIFLE 
Carl McBride, an agent of the West- 
etn and Southern Life at Shelbyville, 
Ind, was killed by an accidental shot 
trom his own rifle while turtle-hunting 
recently. 


Production for June 
Tops Year to Date 


PRESIDENT’S 


LIFE FIGURES 





Decrease of Only 10.5% Compared With 
349% in January; Six Months 
Figure 23.7% Under 1932 





June new production was the greatest 
of any month in 1933, according to the 
figures of the Association of Life Presi- 
As compared with June of last 
During 


dents. 
year there was a drop of 10.5%. 
this year de- 
from 


the first six months of 
creases from 1932 have ranged 
34.9% in January to 15% in May. 

For the first six months production 
was 23.7% below that for the same pe- 
riod of 1932. Total new business for the 
forty-three member companies having in 
force 81% of the outstanding business 
in the United States was for this June 
$687,776,000, as against $614,431,000 for 
January. $609,725,000 for February, 
$640.414,000 for March, $628,778,000 for 
April and $645,320,000 for May. 

The June total of $687,776,000 contrasts 
with $768,233,000 for June of 1932. A 
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$64,293,911 
NEW PAID FOR BUSINESS IN 1932 


Greatest Amount in Company's History 


THE COLONIAL LIFE INSURANCE CO. 
- OF AMERICA - 
HOME OFFICE — Jersey City — New Jersey 























MR. AGENT— 
“MAKE GOOD WITH A COMPANY THAT IS MAKING GOOD” | 
comparison by classes shows new Ordi- JAPANESE COMPANIES MERGE 
nary insurance amounted to 5,435,000 The Kotobuki Life of Osaka has 


against $504,329,000—a decrease of 11.7%. 
New Industrial insurance amounted to 
$198,046,000 against $213,298,000—a de- 
crease of 7.2%. New Group insurance 
was $43,295,000 against $50,606,000—a de- 
crease of 14.4%. 

For the first half of the year the total 
new business of these companies was 
$3,826,444,000 this year against $5,013,617,- 
000 last year—a decrease of 23.7%. New 
Ordinary insurance amounted to $2,585,- 
136,000 against $3,294,069,000—a decrease 
of 21.5%. Industrial insurance amounted 


merged with the Aikoku Life which will 
increase its capitalization. The Katakura 
Life and the Taian Life will merge after 
which the Katakura will increase its cap- 
italization. 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 

















to $1,096,119,000 against $1,362,331,000— 
a decrease of 19.5%. Group insurance INDIANAPOLIS : 
amounted to $144,189,000 against $357,- Omaha Kansas City 


217,.000—a decrease of 59.6%. 
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the Home 


ample of a 


| wool Group man. 





DOWNTOWN 


NO CHARGE 


C. C. MOORE 


Fitna Life Group Represent- 
atives are specialists. Their 
training and experience, 
from the time they enter 
Office 

School, is concentrated 
on Group Insurance. 
“Dinty’”’ is an excellent ex- 
dyed-in-the- 


ated from Colorado State Teachers 
College in 1930. His first experi- 
ence as a Group salesman was in 


Character in a business organization is a composite 
of the characters associated with it. Therefore, this 
series of brief biographies 


LUTHER 
LVTFre | 


| KENDRICK A. LUTHER - ROSCOE H. KEFFER, General Agents 
| 100 William St. © © * 110 £. 42nd St 


BEEKMAN 3.000 TELEPHONES 


FOR 


& 


mes GROUP MAN 





Detroit. His job is contact 


ingprospective Group 






buyers, servicing present 
policyholders, co-oper- 
ating with our life sales- 


men in the promotion 


of Group plans, and sell- 
ing brokers the many ad- 
of Atna Group 
coverage. And 50, by dint of hard, 


vantages 
He was gradu- 
consistent work and service, “Dinty” 
Moore makes a dent with our L-K 
associates and our business friends. 


in easy installments — 
will reflect the spirit and personality of 





-KEFFER AGENCY | 
NSURANCE COM y 





s « = New York City 


UPTOWN ASHLAND 4-2500 


SERVICE : FULL COMMISSION TO YOU 
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Illinois Life Reinsurance 


(Continued from Page 4) 


the effective date of this contract. Any 
accumulated unpaid instalments at the 
effective date of this contract shall be 
paid in the manner provided in the pre- 
ceding paragraph. 

9. The Company shall not be required 
in any case to pay any instalment of 
less than Ten Dollars ($10.00), and con- 
sequently may pay the balance due with- 
in a shorter period than above provided. 

Lien 
Definition of Lien. 

10. There being a present impairment 
of the reserves of the Illinois Life, it is 
necessary to place a lien against each 
policy reinsured hereunder. Inasmuch as 
it is impracticable to apply the lien di- 
rectly to some policies, the liability wth 
respect thereto is herein modified. As to 
those policies to which the lien is affixed, 
there is created and hereby established 
and fixed an obligation similar to a pol- 
icy loan in addition to any existing pol- 
icy indebtedness. 

ll. The “net equity” of any policy is 
the mean reserve of the policy and any 
additions standing to the credit of the 
policy adjusted to the nearest policy 
month, less any policy indebtedness, and 
shall not include any reserve for double 
indemnity or disability or survivorship 
investment features 

12. Initially, and until further adjust- 
ment and valuation of the assets is prac- 
ticable, the lien percentage is fixed at 
seventy per cent (70%) of the net equity. 
Interest Upon the Lien. 

13. So long as any lien against any 
policy shall remain in effect, it shall bear 
interest computed from November 28, 
1932, at the rate of four and one-half per 
cent (4%%) per annum. Such interest 
shall be computed to the next succeeding 
anniversary date of each policy, and 
thereafter annually, and shall become due 
and payable on such dates. Interest on 
the policy lien, if not paid when due. 
shall become a policy indebtedness and 
shall be subject to the terms of the pol- 
icy as to a policy loan. 

Discharge of Lien by Payment. 

14. The policy lien may be discharged 
at any time by payment to the Company 
of the entire amount thereof with an 
alternative option to the insured either 
(a) that such policy shall thereafter be 
free from the lien and not affected by 
any subsequent adjustment of the lien 
or (b) that if the lien percentage shall 
thereafter be increased, then such policy 
shall again be subject to a policy lien in 
an appropriate amount, and any amount 
which would have been credited on such 
policy lien if not discharged, shall be 
paid by the Company to the person en- 
titled thereto, provided that if there shall 
be any policy indebtedness against or 
premium due upon such policy, the 
amount of such credit shall be applied 
by the Company to such indebtedness or 
premium and any balance paid to the 
person entitled thereto as shown by the 
records of the Company. 

Waiver or Reinsurance of Policy Lien. 

15. The Company will either waive or 
reinsure the policy lien and will not de- 
duct the lien from claims arising out of 
death occurring on and prior to Decem- 
ber 31, 1938. As to claims for death 
thereafter occurring the whole or any 
part of such lien shall either be waived 
or reinsured during any year, to the ex- 
tent that at the end of the preceding 
year the unappropriated accumulated net 
earnings upon the business of the Illinois 
Life are sufficient for such purpose. An 
exception to the foregoing provisions is 
made in paragraph WX applicable to the 
policies therein described. The cost of 
any such waiver or reinsurance shall be 
charged as an expense of the business 
reinsured. 

16. The Company may reinsure the 
whole or any part of such lien either in 
the Company or in any other company. 
If reinsured in another company the ac- 


tual cost thereof shall be charged as an 
expense of the business reinsured. If 
reinsured in the Company the cost shall 
not exceed the one (1) year term rate 
according to the American Experience 
Table of Mortality with three and one- 
half per cent (3%%) interest per an- 
num for the attained age of the insured, 
plus eight per cent (8%) of such rate. 
One-half of any gains upon such lien re- 
insurance in the Company shall be cred- 
ited to the Illinois Life Fund. It is con- 
templated that if practicable at least a 
part of the risk shall not be reinsured 
but carried by the Illinois Life Fund. 

17. In so far as the lien shall not be 
waived or reinsured, as above provided, 
or has not been discharged in accord- 
ance with the provisions of this contract, 
it shall be deducted in all policy settle- 
ments and from any money which be- 
comes payable upon any policy subject 
to the lien. 


Adjustment of Lien. 


18. The initial lien percentage of sev- 
enty per cent (70%) shall be adjusted as 
soon as practicable after and as of De- 
cember 31, 1933, and such adjustment 
shall finally fix the lien percentage used 
as the basis of adjustment of liability 
upon policies in any special class where 
so stated in this contract. As to other 
policies which remain and continue to re- 
main subject to the lien, the fixing of the 
lien percentage as of December 31, 1933, 
shall not be final and the lien shall be 
adjustable either by increase or decrease 
from time to time, as hereinafter pro- 
vided. 

19. The value of the Illinois Life Fund 
as ascertained by the Company in con- 
nection with the adjustment of the lien 
as of December 31, 1933, shall be sub- 
mitted to the Court for its approval and, 
when approved, shall become the basis of 
such adjustment. Any adjustment of 
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the lien subsequent to December 31, 1933, 
shall be made in the manner hereinafter 
provided. 

Method of Determining and Adjusting 


Lien. 
20. As used in this contract, the 
words “net aggregate reserves” shall 


mean all reserves which the Illinois Life 
should have set aside on November 28, 
1932, as to all policies and liabilities to 
the extent reinsured and assumed by the 
Company (without deduction of reserves 
for reinsurance in other companies), less 
the following amounts: 

(a) The then present value at three 
and one-half per cent (344%) interest per 
annum of all amounts which the Com- 
pany shall pay or be required to pay in 
the settlement of death claims for death 
occurring on and prior to November 28, 
1932. 

(b) The reserves which the Illinois 
Life should have set aside as of Novem- 








Dollars. 


reside. 








WORLD WIDE... 


The agencies of the SUN LIFE ASSURANCE 
COMPANY OF CANADA encircle the globe. 
Active branch organizations are maintained on 
five continents, in 40 countries and in 40 states 
of the United States of America. 


Policies in force number more than a million. 
Insurances in force approximate Three Billions of 


The international character of the Company 
provides unique facilities for the service of its 
clients, in whatever part of the world they may 


° 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: Montreal 

















ber 28, 1932, for additional accidental 
death benefit provisions arising out of 
policies issued by it; for waiver of pre- 
mium benefits under total and permanent 
disability provisions upon which the 
claims had not been approved on or prior 
to November 28, 1932; for the present 
value computed on the basis of three 
and one-half per cent (34%) interest 
per annum of the liability assumed by 
the Company upon adjusted obligations; 
for the then present value of the liability 
assumed by the Company as to total and 
permanent disability claims which arose 
on or before November 28, 1932; for the 
present value of the liability assumed by 
the Company with respect to single pre- 
mium annuities in force on November 
28, 1932, and entitled to payment, and 
for the liability asumed on the extended 
and fractionally paid up insurance. 

(c) A sum equal to all premiums fall- 
ing due after November 28, 1932, which 
were paid in advance on or prior to No- 
vember 28, 1932, and amounts paid on 
premium extension agreements. 

(d) Any other amount which under the 
terms of this contract should be paid by 
the Receiver to the Company, including 
obligations included by the Illinois Life 
as Special Policy Reserves or in the Sus- 
pense Account of the Illinois Life and 
dividends contingent upon the payment 
of premium. 

(e) All policy indebtedness (including 
any policy loan and accrued interest 
thereon, premium note and accrued inter- 
est thereon, net deferred premium and 
net due and unpaid premium) against 
policies and obligations (provided that 
no indebtedness on any policy in excess 
of the reserve thereof shall be deducted). 

21. The deficiency in the net aggre- 
gate reserves is: the difference between 
the net aggregate reserves and the value 
of all assets (except all policy indebted- 
ness) transferred by the Receiver to the 
Company on or before December 31, 
1933, after deducting therefrom items 
(a), (b), (c) and (d) in paragraph 20 
above, and the amount of all premiums 
paid to the Receiver and by him paid 
to and retained by the Company, and al 
other payments made to the Receiver 
which should be credited to particular 
policies or to particular classes of pol 
icies. 

22. The percentage which the amount 
of said deficiency bears to the net ag 
gregate reserves is the “lien percentage 
referred to in this contract. 

23. The term “aggregate lien” as used 
in this contract shall mean the total lien 
against all policies which are subject to 
the lien as provided in this contract. The 
term “policy lien” as used in this con- 
tract is the lien applied to any individual 
policy. 

24. The Company, not later than the 
first day of May in each year but as 0 
the 31st day of December preceding, 


shall prepare an annual statement show- 
ing income, disbursements, assets, liabil- 
ities, and gain and loss exhibit of the 








July 2 


—_———, 
— 


busines 
the fori 
partmeé! 
nual sti 
shall b 
basis of 
cent (71 
tentativ 
fixing C 
in pro 
fixed b 
greater 
(70%), 
in the 
of Dece 
shall th 
such ac 
nual st 
to 1933 
lien pe 
ceding 
propria 
policies 
made w 
any tin 
amount 
or cred 
nearest 
3. / 
stateme 
first be 
establis 
conting 
any tit 
of the 
serves 
graph 2 
gate lie 
cent (2 


any yea 


a § 
maintai 
paymen 


adjust | 
each ye 
ceding 
providir 
above 

shall e 
(7%) o 
fifteen | 
gate lie 
The ad 
shall be 


of one 


2 
on Jan 
complet 
policies 
in force 
paid uf 
ticipatir 
insured 
ote an 
of am 
vided it 
laws an 
Compar 
such po 
ences 11 
Serve o; 


— 


W 


Incre 
all item 
Teporte 
dent of 
at the 
Pany’s | 
Markin 
covery, 
months 
recent 

The | 
Policyh. 
30. T 
231,830 
Serve, 
ment by 





1933 





lental 
ut of 
" pre- 
anent 

the 
prior 
‘esent 
three 
terest 
-d by 
fons; 
bility 
I and 
arose 
r the 
ed by 
» pre- 
-mber 
, and 
ended 


; fall- 
which 
> No- 


id on 


or the 
id by 
uding 
- Life 
- Sus- 
» and 
rment 


uding 
terest 
inter- 
1 and 
zainst 
that 
Xcess 
-ted), 
ggre- 
rween 
value 
bted- 
o the 
r 3, 
items 
yh 20 
vitims 
paid 
id all 
ever 
icular 
| pol- 


nount 
t ag- 


tage” 


used 
1 lien 
ct to 
The 
con- 
vidual 


n the 
as of 
ding, 
show- 
jiabil- 
f the 





July 21, 1933 


——————— 
= 


business reinsured in accordance with 
the form required by the Insurance De- 
partment of the State of Iowa. The an- 
nual statement as of December 31, 1933, 
shall be tentatively prepared upon the 
basis of a lien percentage of seventy per 
cent (70%). If it shall appear from such 
tentative statement, as a result of the 
fixing of the value of the assets as here- 
in provided, that the lien as initially 
fxed by this contract should have been 
greater or less than seventy per cent 
(70%), then a corresponding adjustment 
in the lien percentage shall be made as 
of December 31, 1933. A final statement 
shall then be prepared upon the basis of 
such adjusted lien percentage. The an- 
nual statement for the years subsequent 
to 1933 shall be upon the basis of the 
lien percentage as last determined pre- 
ceding the making such statement. Ap- 
propriate credits or debits to individual 
policies then subject to the lien will be 
made with respect to any adjustment at 
any time of the lien percentage. The 
amount of the policy lien and any debit 
or credit thereto shall be adjusted to the 
nearest dollar. 


25. Any surplus shown in such annual 
statement shall before credit to the lien 
first be applied by the Company in the 
establishment and maintenance of a 
contingency reserve which shall not at 
any time exceed ten per cent (10%) 
of the difference between the then re- 
serves (without deductions as in para- 
graph 20 provided) and the then aggre- 
gate lien, but not more than twenty per 
cent (20%) of such surplus accruing in 
any year shall be so appropriated. 


2%. Such contingency reserve is to be 
maintained for the protection of or the 
payment of losses on the business rein- 
sured and may be used in the reduction 
of the lien and for waiver or reinsurance 
of the lien. 


27. The Company at any time may 
adjust the lien but shall on May Ist of 
each year but as of December 3lst pre- 
ceding make such adjustment if, after 
providing for the contingency reserve as 
above stated, any remaining surplus 
shall equal or exceed seven per cent 
(7%) of the original aggregate lien or 
fifteen per cent (15%) of the then aggre- 
gate lien, whichever shall be the lesser. 
The adjustment of the lien percentage 
shall be made to the nearest one-tenth 
of one per cent (1%). 


Participation Privileges 


28. Any policy which shall be in force 
on January 1, 1948 (or at the date of the 
complete removal of the lien upon all 
policies if prior thereto) except policies 
in force as extended term or fractionally 
paid up insurance, shall become a par- 
teipating policy of the Company. The 
insured shall be entitled to the right to 
‘ote and to all the rights and privileges 
ota member of the Company, as pro- 
vided in the Company’s charter and by- 
laws and to receive such dividends as the 
lompany may authorize to be paid upon 
uch policies, giving effect to any differ- 
tices in premium rates contingency re- 
serve or surplus resulting from the busi- 









ness reinsured and the Company’s other 
business. 


Classification of Policies as Affected by 
Lien Percentage 
Policies Subject to the Lien. 

29. Every policy reinsured and as- 
sumed in this contract except as herein 
otherwise provided shall be subject to 
the lien. Policies receiving special treat- 
ment are described as follows: 


Fully Paid Policies. 

3%). Fully paid policies are herein de- 
fined as limited payment policies upon 
which all premiums, for life and endow- 
ment insurance, required by the terms of 
the policy have been paid. Such policies 
shall be subject to the lien and interest 
thereon, which shall be deducted from 
any policy settlement thereunder. While 
the lien is being waived or reinsured un- 
der paragraph 15, the lien upon limited 
payment policies not fully paid shall be 
waived or reinsured, but only so long as 
premiums are paid thereon according to 
the terms of the policy. When payment 
of premiums upon such policy ceases by 
reason of the expiration of the limited 
term provided in the policy for life and 
endowment insurance and it thereby be- 
comes fully paid, it shall not receive the 
benefits of any waiver or reinsurance of 
the lien, with the result that at such 
time and thereafter the amount of the 
lien and interest thereon will be deducted 
from any settlement thereunder. The 
provisions of this paragraph shall not ap- 
ply to valid claims for death occurring on 
or prior to the effective date of this con- 
tract. 


Extended and Fractionally Paid Up In- 
surance November 28, 1932. 


31. Fractionally paid up policies which 
were paid up on November 28, 1932, and 
policies then under extended insurance, 
which have not been reinstated, shall not 
be subject to the lien but shall be adjust- 
ed as in this paragraph provided. The 
net equity less sixty per cent (60%) 
thereof for each such policy shall be 
used by the Company as a single pre- 
mium to purchase term insurance as of 
November 28, 1932, at the then attained 
age of the insured at the nearest birth- 
day for the amount of such policy less 
any indebtedness thereon including in- 
terest accrued on November 28, 1932. 


32. The term for which such insur- 
ance is purchased shall not be greater 
than the remainder of the term of such 
policy as of November 28, 1932. If, in 
the case of an endowment policy, the 
amount available for the purchase of 
term insurance shall exceed the. single 
premium required for the unexpired term 
of such policy, then such excess shall be 
used for the purchase of pure endow- 
ment payable in accordance with the 
terms of the policy. Such calculations 
shall be made upon the bases which the 
Hlinois Life should have used for com- 
puting the reserves for like policies in 
its annual statement as of December 31, 
1931, to the Department of Trade and 
Commerce of the State of Illinois. Such 

(Continued on Page 32) 


Western and Southern Six Month’s 


Statement Shows Gain in Reserves 


Increases in legal reserves, assets, and 
all items on the financial statement were 
ported by Charles F. Williams, presi- 
‘ent of the Western and Southern Life, 
at the semi-annual meeting of the com- 
Pany’s directors. Mr. Williams, after re- 
marking on evidences of industrial re- 
‘ery, gave figures for the first six 
months of the year, which reflected the 
ecent general improvement. 

‘he legal reserve for the protection of 
icvholders on June 30 was $107,826,- 
+ Re reserve is an increase of $1,- 
“8 over the December 31, 1932, re- 
“tve. The company’s cash and govern- 
ment bonds on the last day of June were 


$14,764,938. This is an increase for the 
six months of $1,882,005. The company’s 
ownership of municipal bonds reached 
$7,073,868 on the date just mentioned, 
which is $1,201,537 increase over the De- 
cember report. The capital and surplus 
for the first half of the vear is $21,444.- 
O81, a gain of $1,207,956. The assets 
assumed greater proportions by an in- 
crease of $2,916,643, which makes the to- 
tal assets on June 30, $131,268,241 

“The Western a.id Southern is appre- 
ciative of the public’s confidence, and it 
is Our purpose to continue this proven 
course which insures absolute safety of 
every policyholder,” said Mr. Williams. 
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Ef VEL PLELELCEC EIR ELE) 


NCE a man realizes 
the opportunity offered 
him in life insurance work, 
he enjoys a business phi- 
losophy to be found in few 
other occupations. 


There is no limit placed 
upon his output and he has 
the added satisfaction of 
knowing that he is helping 
other men to help them- 
selves. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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Reorganization Plans 
For Royal Union Life 


MOVE FOR MUTUALIZATION 





General Agents Protective Committee 
Offers Plan; Would Put Up 25% of 


Renewals; Expect 50% Lien 





Reorganization of the Royal Union 
Life under one of the several plans which 
have been offered the receivers within 
three weeks was predicted this week by 
L. A. Andrew, co-receiver. The com- 
pany was thrown into receivership June 3 
on the petition of H. A. Gross, Los An- 
geles, stockholder and director. 

Chief bidders for the reorganization of 
the company are the General Agents 
Protective committee, the Des Moines 
law firm of Brunk, Bennett & Janss and 
a group of former officers headed by 
Col. W. K. Herndon, chairman of the 
executive committee of the company. 

While he has made no direct state- 
ment, Mr. Andrew is understood to fa- 
vor the mutualization plan, which would 
turn the management of the company 
over to its 80,000 policyholders who have 
$155,000,000 worth of insurance in force. 
This plan is the only one which has been 
released to the press. 

The plan of Brunk, Bennett & Janss 
provides for the organization of a stock 
company which would reinsure the busi- 
ness. The company, directors and offi- 
cers of which as yet have not been 
named, would have capital stock of 
$200,000 and paid in surplus of $300,000 
and, as would the mutual plan, would 
operate as the Royal Union Life Assur- 
ance Society. 

Col. Herndon and his associates are 
reported to have a plan in which a stock 
company with $200,000 capital stock and 
$300,000 paid in surplus, a name for which 
has not been chosen, would reinsure the 
business. This plan has not yet been 
filed with Mr. Andrew, who is co-re- 
ceiver with E. W. Clark, state insurance 
commissioner of Iowa. 

The main difference between the two 
stock plans is that the Herndon plan 
will take care of the former officers of 
the company who want to take part. 
The other stock plan calls for the selec- 
tion of officers and directors who have 
not had any direct connection with the 
company. 

Bank Savings Life Tie-Up 

It is also reported that Col. Herndon, 
S. A. Apple, president of the Royal 
Union, and J. N. Mitchell were the 
money men behind the recent purchase 
of the Bank Savings Life of Topeka. It 
was likewise reported that this company 
will also be reinsured by the Herndon 
stock company within 30 days after the 
acceptance of the plan, if it is approved. 

Thus, under this plan, the new com- 
pany would be able to use the $31,000,000 
worth of business in force by the Topeka 
firm as the backbone of a “going” com- 
pany. The business of the Royal Union 
would be held in trust until a lien could 
be placed against its reserves, allowing 
it to operate. 

The mutual plan, copies of which have 
been filed with the Iowa insurance com- 
mission, composed of Mr. Clark, Gov. 
Clyde L. Herring and Attorney General 
Edward L. O’Connor, as well as with Mr. 
Andrew, provides for the sale of the as- 
sets of the company to the new company 
for assuming its liabilities. 

The principal objection the receivers 
are said to have against this plan is that 
it provides for putting up no cash. The 
condition of the company, insurance men 
in Des Moines believe, indicates that to 
make a new company a success at least 
$300,000 in new money must be provided 
for running expenses until it can be put 
back in a going position. 


Under the mutual plan the agents 


agree to contribute 25% of their renew- 
als on business written in the old com- 
pany into the guaranty fund of the new 


company. In addition they agree to pro- 
vide the guaranty fund required by Iowa 
law to permit a new life insurance com- 
pany to operate in the state. 

The renewal contributions would con- 
tinue for five years, and the agents agree 
to leave them in the new company until 
in the judgment of the insurance com- 
missioner, Mr. Clark, under the provi- 
sions cf Iowa law, they may be returned 
to them. 

The agents agree that a lien of 50% 
would have to be placed on the reserves 
of the company, and that the lien would 
be sufficient to allow the company to be- 
come solvent within a period of six years. 
Such a lien, they point out, would result 
in the release of other securities held by 
the Iowa insurance department to insure 
payment of claims. 

The plan provides for a moratorium on 
the unliened portion of the reserves for 
a period of a year, or for such further 
period not to exceed the duration of the 
lien. Both the other plans provide for a 
similar moratorium, but on what basis 
they do not say. 

All three plans provide for the pay- 
ment of death claims, the mutual plan in 
full without deduction for the lien re- 
gardless of when they occur. The other 
two plans are not clear on how or in 
what amount the death claims will be 


WANT ILLINOIS FIELD FORCE 





Central Life of Des Moines Which Re- 
insures Illinois Life Business Would 
Take Over Agents 

Both the Central Life of Des Moines 
and those members of the Illinois Life 
field force who have continued through- 
out the receivership of the latter stand 
to benefit by the reinsurance of the IIli- 
nois Life business by the Central Life. 
The Central Life is in need of additional 
field organization and in most states 
where both companies are entered the 
Des Moines company would be able to 
absorb the Illinois Life representatives. 
Particularly is this so in Illinois where 
the Central Life organization was not 
strong. 





paid. Disability claims will also be paid 
in full under the mutual plan, regardless 
of when they occur. 

It is understood that the Central Life 
of Des Moines, which this week rein- 
sured the Illinois Life, is also in the 
market for the Royal Union. Two Chi- 
cago groups, one Philadelphia, and two 
New York groups are also bidding for 
the business. The plans will be handed 
to the receiver, who will pass them on 
to the court. 


ee 


Canadian Underwriters 
Name New Superviso;y 


A. GORDON NAIRN APPOINTED 





Succeeds Eric V. Chown as Field Super. 
visor of Life Underwriters Asso. 
ciation of Canada 





The Life Underwriters Association of 
Canada has appointed A. Gordon Nairp 
to succeed Eric V. Chown as field super. 
visor of the association. Mr. Chown, as 
previously announced in The Eastern 
Underwriter, recently resigned to become 
assistant superintendent of agencies for 
the Mutual Life of Canada. 

Mr. Nairn is a native of Montreal, a 
graduate in arts and laws from McGill 
University and was a gold medalist jin 
each of these faculties. He took a prom- 
inent part in university activities. After 
graduating in law from McGill Univer. 
sity in 1930, he was awarded a scholar- 
ship which enabled him to continue his 
law studies in Europe for a year. Since 
his return he has been practicing law in 
Montreal. 
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prospects. 


Liberal 


service, helpful field cooperation. 


& COMPLETE LINE 


The Missouri State Life provides the field man with 
a complete line of policy forms offering a wide range 
of non-participating and participating contracts, 
designed to meet the varying needs of individual 
Life — Accident & Health — Group — 
Salary Savings. 


Agency contracts, 


issouri State Life 


Insurance Company 


St. Louis, Missouri 


prompt underwriting 
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The Danger of Client Building 


By James A. Fulton, 
President, Home Life of New York 


The Home Life of New York through 
its agency department and its excellent 
Home Life Agency Magazine has been 
notable for the high professional attitude 
toward life insurance selling. To prevent 
misunderstanding of this professional 
conception of life insurance as implying 
weak, forceless selling, President James 
A. Fulton wrote the following article for 
the Home Life Agency Magazine. Presi- 
dent Fulton is at home with this subject 
and all of the problems of the field force 
because of his many years in the field as 
well as in the home office. 

Client building is without question the 
most basic and valuable type of produc- 
tion activity the life underwriter can 
adapt to present day selling, but— 

In discussing the client building meth- 
od of selling with some of the men who 
are using it, they have brought up the 
idea, “I think it’s the finest plan I have 
ever seen for selling life insurance. This 
low pressure idea is certainly sound. I’ve 
got a lot of good ‘stuff’ worked up, but 
they all put me off until later.” 

Let’s not however misinterpret this so- 
called “low pressure” selling. Client 
building‘ does not mean that we allow 
the selling pendulum to swing from high 
pressure policy selling to the other ex- 
treme of being merely “order takers.” 
We can’t just call on “clienis”—and have 
them give us the age-old story of “see 
me in the fall” and look forward, mere- 
ly because we are “client builders,” with 
any great amount of confidence to the 
forthcoming commission checks as a re- 
sult of our efforts. 

The only “low pressure” part of client 
building is in the approach and the un- 
covering of our prospect’s problems 
which can be solved through our plan 
of insurance. 

Do Not Drop Pressure 

From that point on we must present 
our plan or rather his plan—one designed 
to solve his problem so forcefully that 
he will be willing to make the necessary 
sacrifice in order to secure it. The pres- 
sure—the urge to buy—is there, but it 
comes from your prospect rather than 
from you as a result of your effective 
and forceful presentation of a solution 
to his problem. There is not an antag- 
onism created by an endeavor to “thrust 
something down his throat.” 

If you have uncovered a real need for 
insurance in your prospect’s situation and 
have presented a plan to cover that need, 
when it comes to the decision point, he 
isnot deciding as to whether or not he 
will buy this piece of paper called a 
policy. He is deciding whether he and 
his family will have all the benefits, privi- 
leges, comfort and peace of mind that 
go with life insurance, or whether they 
will be faced daily with tragedy, the fear 
and privation of inadequate insurance. 
No man wants to will this latter decision 
to his family, 

Create Urge to Buy 

An effective presentation brings this to 
the prospect clearly and when the urge 
to buy becomes greater than the urge 
to procrastinate, we have made the sale. 
Otherwise and in some cases sincerely 
our prospect says “that is a fine plan 
and I may do something later but not 
now. I'll tell you what you do—see me 
sometime in the fall.” And every year, 
even in depression years, some prospect 
in every section of the country fails to 
live to meet that date for his family. 

Adapt this very forceful form of pres- 
sure to your “low pressure” client build- 
Mg work and you will have all of the 
advantages of a “high pressure” presen- 
tation without any of the dangers. The 
only danger in the use of low pressure 
Presentations is that you may overlook 
this forceful presentation and miss even 
the opportunity to contact for a sale. 

is, however, can very readily be over- 
come by planning your approach and fol- 








JAMES A. FULTON 


lowing through a very definite presenta- 
tion which will be sufficient to make a 
prospect sell himself. 
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Twistproof 


Every policy issued by this Company 
with a premium higher than Ordinary 
special 
whereby it may be exchanged for an 
ordinary life policy with a reduced 
less 
would have been at original age of 
and without medical examina- 


NEW YORK OFFICES 


Samuel Brandwein, Manager Ce 
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Publish Magazine 


FIRST ISSUE OUT THIS MONTH 





“The Life Advertiser” Will Be in Addi- 
tion to Present Advertising 
Conference Bulletin 


For some time it has been felt by the 
Life Group members of the Insurance 
Advertising Conference that the interests 
of the Life Group are such as to war- 
rant a special monthly magazine devoted 
to discussion and interchange of ideas on 
advertising and sales promotion in the 
life insurance field. 

While the general Conference bulletin 
will continue to be published, the life 
advertisers, according to Kenilworth H. 
Mathus, chairman of the Life Group, will 
issue beginning this month a new pub- 
lication to be known as “The Life Ad- 
vertiser.” 

Leiper, of the Life 
Group, has served as the capable editor 
of the Life Group bulletin for nearly two 
years and will be editor-in-chief of the 


3art secretary 


new magazine. 

A regular monthly schedule will be 
observed, and publication headquarters 
will be at the home office of the Pilot 
of which Mr. 


Leiper is advertising manager. 


Life, Greensboro, N. C.,, 
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Industrial Increased 

In Conn. Last Year 
DUNHAM MAKES ANNUAL REPORT 
Policy Loan Increase, Although Still 


Large, Was Smallest of the Past 
Three Years 





Industrial life insurance written in 
Connecticut in 1932 increased 7.01%, al- 
though Ordinary life written decreased 
15.6% and group life writings dropped 
32.5%, according to the annual report of 
the Connecticut Insurance Department 
which was issued yesterday by Com- 
missioner Howard P. Dunham. 

Life insurance of all kinds written on 
residents of that state amounted td 
$289,378,289 in 1932, compared with $323, 
753,500 written in 1931. There are forty- 
four companies licensed to do business 
in Connecticut, including five with home 
offices there. 

While there was a further large in- 
crease in policy loans in force the in- 
crease was the smallest of the last three 
years. The total amount of policy leans 
in force at the end of 1932 in the com- 
panies licensed in Connecticut was $3,- 
170,982,353 which constituted 17.7% of the 
total admitted assets of the companies. 

Mortgage loans and bonds constituted 
34.83% and 35.3% respectively of the to- 
tal assets, as compared with 37.48% and 
35.30% as of December 31, 1931. The 
percentage of stocks to total assets de- 
creased from 3.63% to 3.59% during 1932, 
while that of real estate increased from 
2.54% to 3.62%. 

Connecticut domiciled companies 
showed slightly fewer mortgage loans, 
slightly more bonds, than the average for 
all entered there. 

Connecticut companies wrote 20.63% of 
all the ordinary life written in the state 
in 1932, and 10.86% of the total ordinary 
written by the companies entered there 
The Connecticut companies do not write 
industrial insurance. 





REFLECTS BUSINESS GAINS 





American Service Bureau Inspections 
Show Pick-Up of Industry in Ap- 
plications Handled 
The American Service Bureau which 
makes inspections for the 125 company 
members of the American Life Conven- 
tion made an analysis of its June inspec- 
tions and found, according to Lee N. 
Parker, its president, that of all the ap- 
plications handled last month 66% were 
new in that they carried no insurance 
previously. The gains in number of ap- 
plications in different commercial fields, 
it was found, corresponded fairly accu- 
rately with the business upturn in those 
branches. There was a marked gain in 
number of applications in manufactur- 
ing, the cotton industry, railroad em- 

ployes, automobiles among others. 





F. H. RHODES CAMPAIGN 
A campaign by Berkshire Life agents 
to celebrate the fifty-fifth birthday of 
the company’s president, Fred H. Rhodes, 
resulted in 683 applications during last 


week for $1,381,469. 





FISHED WITH MANAGER 
Members of the Davenport, Iowa, 
agency of the Union Central Life spent 
a week this month as guests of Manager 
Harold P. Winter at his fishing resort 
at Eagle River, Wis. 





PRU HOLDS EXCURSION 
Home office employes of the Pruden- 
tial and families to the number of 8,000 
went to Asbury Park-Ocean Grove, N. J., 
on an excursion yesterday. 





AGENT LEAPS OFF BRIDGE 
Carl F. Dehoney, Cincinnati insurance 
man, jumped from the suspension bridge 
over the Ohio River there last week and 
was drowned. He had been associated 
with the Equitable Society and the 
Western and Southern. 
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NO INSURANCE INDUSTRIAL RE- 
COVERY CODE 

There will be no separate code for in- 

surance under the Industrial Recovery 


Act. 


cause the insurance companies are al- 


No separate code is necessary be- 


ready meeting the requirements of Gen- 
eral Johnson inasmuch as even in the 
winter time the clerical forces are not 
working forty hours a week while the 
minimum wages in company offices are 
more than the Washington minimum re- 
quirement. 

When it comes to field men, engineers 
and members of the arson investigation 
divisions and the adjusters and claim set- 
tlers hours are naturally uncertain. No 
insurance company would agree that spe- 
And 
of course it would be ridiculous for in- 


cial agents should punch a clock. 


vestigators unearthing arson evidence to 
chop off work just as they were due to 
take a subway to a warehouse or a pier 
or a “shadow” job or an inquiry which 
might last for hours. Furthermore, ac- 
countants can’t book up tennis games or 
visits to the seashore directly after the 
insurance companies receive a hurry up 
call from State Insurance Departments 
asking for a complicated lot of statistics 
and other records. 


CORPORATE SURETY RELIEF 

Rutherford H. Towner of the Towner 
Rating Bureau in an address delivered 
before the suretyship course of the In- 
surance Society of New York says it is 
often erroneously asserted that the dif- 
ference between personal suretyship and 
corporate suretyship is the difference be- 
tween an uncompensated surety and a 


compensated surety. Personal sureties 
received compensation often greater than 
corporate sureties now charge for their 
suretyship. When a public treasurer re- 
quired personal sureties to qualify on his 
official 


ranging with bankers to become his sure- 


bond he obtained them by ar- 
ty in return for the deposits of public 


bank 


pe nsated by the 


funds in their They were com- 
value to them of the 
public deposits. When an administrator 
or trustee had to qualify as fiduciary he 
made the same arrangement, agreeing to 
ceposit his trust funds with the bankers 
who became surety upon his bond. Rail- 
roads who had to give appeal bonds ob- 
tained them from the bankers with whom 
the railroad carried its deposit account. 
Importers who had to give custom house 
bought 


house broker 


bonds them from the custom 


Ship owners who had to 


Entered as second-class matter April 1, 1907, at the post office of New York City under the act 
9 


give bond to release a libeled vessel paid 
never less than 1% and often more to 
bankers for furnishing the guarantee re- 
quired by law. 

Mr. Towner recites an interesting in- 
cident which took place in 1896 when the 
American Surety began to furnish bonds 
for William Cramp & Sons of Philadel- 
phia who built many war vessels for the 
American Navy. He was given the op- 
portunity to examine the terms on which 
Cramp & Sons had formerly obtained 
their shipbuilding bonds from Drexel & 
Co., Philadelphia bankers. 

Cramp & Sons secured Drexel & Co. 
by a first mortgage on the entire ship- 
building plant. They gave Drexel & Co. 
an assignment of their contract with the 
U. S. Government and a power of attor- 
ney to collect all sums due from the gov- 
ernment on the contract. On top of 
this they paid Drexel & Co. 5% on the 
amount of the bond for qualifying as 
surety on it. 

It is no wonder that corporate surety 
proved a great relief for business insti- 
tutions; that surety companies came to 
the rescue and have been so welcomed 
in the commercial, industrial and finan- 
cial world. 


BEST LIFE PROSPECTS 

Production managers in life insurance 
are warning the field forces not to expect 
that very large policies will be a feature 
of the business recovery. In discussing 
this situation S. T. Whatley, vice-presi- 
dent of the Aetna Life, says that for the 
most part so-called jumbo policies will 
“Don't that 
they are going to be the substance of 


be rare exceptions. expect 


the great new market looming ahead,” 


he says. “What we must expect is that 
it will be made up of the smaller policy 
buyers. Instead of the big policy buying 
executive, his assistants, his secretaries, 
his salaried staff. Instead of the wealthy 
man, the man with the steady, unencum- 
khered income.” 

The reason for this philosophy is that 
the smaller policy buyer has not quite so 
In this 
depression he lost his income or part of 
it, but little When the 
comes his slate is clear, his earnings un- 
He picks up where he left 
off and so is free to spend money again. 


extensively mortgaged his future. 


else. upturn 


encumbered. 


Maude E. Inch of the Insurance So- 
ciety of New York, and Helen M. Gar- 


van of the loss division of the North 


sritish & Mercantile, will sail for Hon- 
duras on August 15 on the Grenada. 
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The Human Side of Insurance 








JAMES A. BEHA 


James A. Beha, general manager of the 
National Bureau of Casualty & Surety 
Underwriters, is one of the appointees 
on the advisory board of the Reconstruc- 
tion Finance Corporation. Up to date 
the full personnel of the committee has 
not been announced in Washington; may 
not be announced. The Reconstruction 
Finance Corporation has loaned in excess 
of $83,000,000 to insurance companies 
since its creation, some of which has been 
paid back. Additional powers to purchase 
preferred stock and other securities of 
embarrassed companies were given to the 
Rk. F. C. under the Fletcher bill. The 
Herald-Tribune says that the insurance 
advisory board “will assist the Govern- 
ment relief organization in its affairs 
with insurance companies arising from 
the granting of loans and will also pass 
upon purchases of preferred stocks of 
insurance companies.” 

x * * 

W. A. Workman, general manager of 
the Legal & General which has _ rein- 
sured the British Group business of 
the Metropolitan Life, sailed for Eu- 
rope a few days ago after a_ visit 
to this country and Canada. While 
in New York he was entertained at the 
Westchester Biltmore Club by James 
E. Kavanagh, second vice-president of 
Metropolitan Life, the day including golf. 
A number of representatives of the Met- 
ropolitan Life were at the club, including 
Vice-President Leroy A. Lincoln and 
Mrs. Lincoln. While here Mr. Workman 
ilso saw the sights at Coney Island, be- 
ing taken there by J. M. Campbell of 
the group division of the Metropolitan. 

x * * 


Charles F. Williams, president of the 
Western and Southern companies, has 
for some time been interested in cancer 
research, and recently gave $1,500 to the 
Cancer Council of the Public Health 
Federation of the Cincinnati College of 
Medicine for the purpose. 

* * 

John C. Goode, associate general agent 
at Richmond, Va., for the Northwestern 
Mutual Life, is running for commission- 
er of revenue of that city. Mr. Goode 
was formerly general agent for Virginia 
for the State Mutual Life of Worcester. 

x * * 

Robert Harold Bryson, Jr., associated 
in the general agency business in In- 
dianapolis with his father, a former post- 
master, and Miss Helen Hildebrand were 
married recently. The couple will spend 
their honeymoon on a motor tour 
through northern Michigan, after which 
they will be at home in Indianapolis. 





John E. Ahern, secretary of the acci- 
dent department of the Travelers anq 
one of the best known accident ingyr. 
ance men in the country, has been with 
the Travelers organization thirty-five 
years. A Hartford man and a graduate 
of the Hartford high school he went with 
the Travelers in July, 1898, and has had 
no other employer nor worked for any 
other department of the Travelers ex. 
cept the accident department, of which 
he became chief clerk in 1905, assistant 
secretary in 1911 and secretary in 19]2 
In the difficult field of accident ingsyr. 
ance the Travelers has been not only 4 
pioneer but a successful company,  [j 
has not made money every year, but the 
all-time accident insurance record of the 
company has been decidedly satisfactory. 
3ert A. Page, vice-president of the Tray- 
elers, one of whose divisions is accident 
insurance, says of Mr. Ahern: “One of 
the most conscientious of workers, a man 
who understands every phase of its con- 
duct, a decidedly able executive, a most 
likeable personality.” 

* * x 


H. V. Chapman, advertising manager 
of the Ohio Farmers, Le Roy, Ohio, is 
recovering at his home from a heart con- 
dition which is the result of a siege of 
influenza some years ago. Secretary J, 
C. Hiestand of the Ohio Farmers in- 
forms The Eastern Underwriter: “Mr, 
Chapman is under the best of medical 
care and after an extended period of rest 
and recuperation he will entirely re- 
cover.” 

x * * 

Franklin W. Fort, the well known in- 
surance man of Newark, plans to leave 
for Europe on Tuesday, August 1. He 
will go abroad and meet his daughter, 
Miss Barbara Fort, and his son, Wil- 
liam Fort, in Londen. His daughter will 
return to this country the latter part of 
August while the son will remain in Lon- 
don to study at Cambridge for the next 
year. 

* - * 

A’onzo Chu ch, who was connected 
with the La Salle Fire, of past memories 
(inember of the late Moss fleet), will be 
New York manager of the Inter-Ocean 
Reinsurance Co. 

x * x 


Howard C. Lawrence, Lincoln National 
manager in Newark, has returned from 
a three weeks’ visit to Chicago. 

* * * 


Viscount Knollys of the Employers 
Liability has returned to England alter 
a visit to Boston and Canada. 

: « & 


A. Rendtorff, managing director of the 
Sterling Offices, Ltd., London, has been 
visiting Denmark. He flew over. The 
Sterling Offices, Ltd., were pioneers 1 
aviation re-insurance, having arranged 
the first known obligatory first surplus 
aviation re-insurance treaty in 1919. Mr. 


Rendtorff is well known among New 
York insurance men. 
* * Ok 


C. V. Hansen, lately sub-manager 0! 
Associated Re-insurance, Ltd., London, 
has joined the firm of Grenville Hill & 
Co., insurance brokers, London. 

x * * 


Webb I. Vorys, an attorney of Colum- 
bus, Ohio, and a son of the late Judge 
Arthur I. Vorys, former Insurance 5U- 
perintendent of Ohio, has been elected 
a director of the Ohio Farmers and the 
Ohio Farmers Indemnity. His father 
was for many years closely identified 
with the Ohio Farmers. Webb I. Vorys 
is a graduate of Williams College am 
received his legal training at Ohio Uni- 
versity. He joined the Columbus law 
firm of Vorys, Sater, Seymour & Pease 
in 1919 and has made a close study o 
insurance law. 
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The Late Willis O. Robb 
rhe death this week of Willis O. Robb, 
for so many years head of the New York 
Fire Insurance Exchange, recalls dozens 
of anecdotes about one of the most un- 
usual characters which the fire insurance 
often 


that a university professor of his spark- 


business has yet seen. It is not 


ling mentality into business and 


roes 


makes so deep an impression as Mr. 
Robb did. He taught Latin before he 
hecame an adjuster. A man of great 


iirce of character, a master of sarcasm 


well as the languages, a character 
analyst of the 
imagined what impressions he got and the 


into 


first water, it can be 


impressions he gave when he went 


fire insurance field to adjust losses, and 
met the tremendous variety of claimants. 
He matched their 


their crookedness with his pure 


evasiveness with his 
wcerbity, 
hight of logic, 
acter; and in any 


reason, integrity and char- 
battle of wits did not 
come off second best. 


Rising to general adjuster he became 


a leader in his profession by the sheer 


force of his intellect, clarity of under- 


standing, ability to grasp essentials, and 


always profiting by experience. In the 
New York 
with the 
and his job a hard one. 


Fire Insurance Exchange his 


contacts public became wider 


It included set- 
straight, and many 


tng many people 


trade or business organizations, too. If 

letters written over the long period 
of Exchange management could be print- 
ed a more interesting document would 
not be available. He 


sometimes, 


wrote long letters 
letters 


as much as anyone 


frequently which 
scintillated. He did 
to present the 


—probably more- correct 


fire insurance rating viewpoint to the 
public. 

Part of his duties as manager of the 
Exchange consisted of relations with the 
\ . ' 
ew York State 
nee, the particular point of contact be- 
ing the late 


Department of Insur- 


Samuel Deutschberger, in 


harge of rating affairs at the Depart- 


ment. Deutschberger 
character, 


was also an iron 


a student, and frequently the 


Mtact resulted conflict. These con- 


tacts were not always so satisfactory 


a& those with the public, and as the 


years there between 
De - : 

Veutschberger and Robb what practical- 
‘YY amounted to a feud. 


‘are: for Deutschberger 


passed grew up 
Robb did not 
personally, a 
? 

feeling whic h was reciprocated. 

When Mr. Robb finally 


Telirement age he 


reached the 


was given a pension 



































service to 


because of his long, brilliant 
fire insurance. 

A couple of years ago Mr. Robb was 
asked by The Eastern Underwriter if he 
would not write his this 
paper. At first the idea appealed to him, 
but then he began to feel that if his pen 
form would fly 


memoirs for 


ran true to some ink 
which would stir up old situations better 
disturbed; that 
He couldn’t possibly 


he could not 


not be sleeping dogs 
should lie. 


anything he did not believe; 


write 
touch upon ancient controversies with- 
out starting something; he regarded this 
as undesirable and walked out of the 
agreement. “Think I'll up,” he 
said. “I might be too 

Few men have given their companions 


pass it 
acid.” 
moments of conversa- 
been more stimulating. 

* * ok 


More About Dr. Kurt Schmitt 
Since The Eastern Underwriter ran a 
story about the appointment by Hitler of 


more enjoyable 


tion; have 


Dr. Kurt Schmitt as Minister of Com- 
merce in Germany I have received a 
number of inquiries for more details 
about his personality and career. As 
director general of the Allianz and Stutt- 
garter Verein Vers. Ges. he has been 


the principal insurance man of Germany 
for some time. Possibly as good an ar- 
ticle about him as any is a story pub- 


lished about him, after the recent ap- 
pointment, in Neumann’s Zeitschrift, 
which says: 

“Dr. Schmitt was born October 7, 
1886. He studied law and first became 


Munich. In 1913 he entered 
the branch of the Allianz in Munich as 
general adjuster. In 1914 he joined the 
army, returned after a short time severe- 
ly wounded, and in 1915 was called to the 
head office of the Allianz in Berlin. In 
1917 he became substitute member of the 


a lawyer in 


board of that company and 1921 was 
elected director general of this largest 
German insurance concern. Since 1932 


Dr. Schmitt has been chairman of the 
German Union of Private Insurers (Vor- 
sitzender des Presidiums des Reichsver- 
bandes der Privatversicherung). He is 
also vice-president of Chamber for In- 
dustry and Commerce in Berlin, and 
member of the Central Committee of the 
Reichsbank. 

“Dr. Schmitt has proved his ability in 
the management and reconstruction of 
the Allianz group, which also gave him 
an opportunity to prove his knowledge 
in the field of economics. He always 
took a live interest in matters of general 
interest and emphasized the position of 
insurance within the national economic 
life. His efforts were at all times di- 
rected towards lifting private insurance 
to an ever higher place in public esteem 
and to obtain for it the. position in the 
economic life its intportance merits. In 
him for the first time an insurance man 
is called to one of the highest positions 





in the administration. The fact that he 
has been elected for the important and 
difficult position honors not only him but 
private insurance as a whole. 

“His appointment is discussed most fa- 
vorably in the German press. His knowl- 
edge as weil as his honest, fearless and 
absolutely independent character are 
lauded. The hope is expressed that the 
slogan of the present government, ‘The 
public weal above private gain,’ will re- 
main no empty phrase wherever he has 
the say. His efforts have always been 
directed towards a sound and _ healthy 
combination of public welfare and private 
enterprise and a sound competition as 
the basis for business enterprise in all 
fields.” Dr. Schmitt has now resigned as 
director general of the Allianz & Stutt- 


garter. 
* * * 
Golf Hole in One Witnesses Want 
Protection 


So many new associations in insurance 
are being formed it is not easy to keep 
track, but it is worth pausing a moment 
to consider one of them—the Eye Wit- 
ness to the Hole in One, a new organi- 
zation of those who play golf. President 
James D. Craig of the association, the 
distinguished actuary, who was playing 
with William C. Fletcher, secretary of 
the Metropolitan Life, when Golfer 
Fletcher made his recent hole in one at 
the Ridgewood, N. J., course, was asked 
for the raison d’etre of the new associa- 
tion. 

“It is purely self-protective,” he said. 
“We are still a little hazy why we or- 
ganized, but I'll describe for you the 
situation at Ridgewood when Mr. 
Fletcher entered the charmed golf cir- 
cle and you will see why we eye wit- 
nesses need help. 

“It was a calm day, 
of pauses for anecdotes about old shots, 
and we were thoroughly enjoying our- 
selves. Neither was playing anything to 
brag about when suddenly oae of Mr. 
Fletcher’s shots started rolling to the 
hole. I was immediately conscious of 
great excitement in my companion. He 
left the tee on a gallop, making it diffi- 
cult to keep pace with him, especially 
as he kept muttering, ‘I think it is going 


little wind, plenty 


to roll in, Jamie,’ ‘I think it isn a ‘| 
think it is.’ To which I finally got in a 
comment, ‘Well, make up your mind. 


There was a moment of silence as we 
got near the hole and saw the pill was 
in the cup. We hardly heard his caddy 


register sarcastic surprise. 
“The feat having been accomplished 
the next few minutes were somewhat 


painful as all witnesses to holes in one 
can _ testify. I kept congratulating 
Fletcher, but those luckv golf shooters 
can never get enough of congratuiations. 
They always make you think it was the 
result of skill and technique. The next 
series of events took place in the club- 
house around the nineteenth hole when 
not only was Fletcher required to re- 
peat the story with all of its details, but 
it was necessary for me to hand out ad- 
ditional embroidery. Finally, between 
us we fixed up a pretty good, dramatic 
story. If that were all there would be 
no complaint, but the aftermath lasts for 
days. Finally, people even doubt the 
witnesses. It is all very exhausting. The 
new association will adopt rules and 
regulations to preserve the equanimity 
and integrity of the witnesses. The hole 
in one man doesn’t need any protection. 
It is only his witnesses and audiences 
who do. 

“When we have 
we'll probably admit 
honorary member. If we take in any 
other members the famous brothers, 


Hague and Hague, have been proposed.” 
* * * 


our first convention 
Tom Collins as an 


National Recovery Act Seapieins 


Some pretty sharp comments are be- 
ing printed in financial columns of daily 
newspapers relative to the operation of 
the National Recovery Act. There is a 
general feeling of scepticism. Here are 
some comments of one of the staff of the 
Herald-Tribune of New York, printed 
on Saturday morning of last week: 

“Close study of the recovery act leads 








to the belief in some quarters that, while 
it is acceptable as an emergency provi- 
sion and tends to solve certain pressing 
problems, it really begins the creation of 
a number of future problems of possibly 
greater magnitude than it is designed to 
solve. There is also the feeling that 
once it has gone into effect it will be 
impossible to. lift its provisions without 
leaving industry as a whole in the posi- 
tion of a scrambled jigsaw puzzle. An- 
alysis of that portion of the act dealing 
with competition leads many students to 
the conclusion that intra- industry com- 
petition is to be supplemented by inter- 
industry competition of possibly greater 
intensity. The elaboration of separate 
codes of conduct for the productive units 
of the cotton goods, woolen goods, silk 
and artificial silk industries will not, it 
is clear, prevent these industries from 
competing with each other. Nor will the 
codes of the coal, petroleum, natural 
and other fuel industries prevent them 
from competing with each other, and in 
an intensified fashion, for the reason that 
within an industry aggressive competi- 
tion will no longer be possible and com- 
petitive gains can only be made at the 
expense of some other industry, and 
steamship industries cannot prevent them 
from competing with each other or with 
the privately owned automobile. Greater 
order may be brought into competition 
by the operation of the act, but compe- 
tition may show strong tendencies to 
become intensified as between industries. 

“It is possible to look forward to some 
dynamic effects of the recovery act, and 
its operation over a period of months 
will be followed by business men and 
students with the keenest interest. One 
of the first results of the act should be 
to stimulate technical improvements for 
the purpose of lowering costs within each 
industry. The introduction of technical 
improvements is in itself a form of com- 
petition with other industries and can be 
very effective. The entry into consid- 
eration of costs in formulating prices and 
wage scales should also place a premium 
on reducing costs in every possible way, 
and the industry that can lower its costs 
faster than an industry in a similar field 
will have the edge in competition. Where 
the element of government control can 
possibly come in when it is a matter of 
reducing costs through technical im- 
provements is hard to see. 

“To a business man’s final bewildered 
comment that the national industrial re- 
covery act was merely an experiment and 
would be on the law books only two 
years, an engineer, with some knowledge 
of the vast rearrangement being occa- 
sioned by the act, replied: ‘It will be 
the longest two years you or | ever saw.’ 
Friends of the act can be found wh 
view it as nothing more than a step in 
a direction from which there can never 
be any return. Profound long-term 
changes in the business structure of the 
nation will be wrought by the operation 
of the act for only two years, it is felt.’ 

* * * 


At Martha’s Vineyard 

Martha’s Vineyard, beautiful and pop- 
ular summer resort near Cape Cod, Mass., 
will soon be the headquarters of a group 
of well-known fire insurance men. These 
will include Sumner Rhoades, manager 
of the Eastern Underwriters Association: 
John R. Dumont, manager of the Inter- 
state Underwriters Board; Vernon Hall, 
vice-president of the Continental in 
charge of Charles Wood of 
the home office of the Insurance Co. of 
North America. Paul L. Haid, president 
of the Insurance Executives Association 
and William F. Dooley, vice-president of 
the Continental, are visitors to this 
island, where, however, “shop” talk is 
strictly taboo. 


losses, and 


also 


* * * 


Want Companies to Acknowledge 
That Premiums Have Been Paid 
Some of the title companies and other 

outfits handling mortgages are insisting 
when they pay fire insurance premiums 
that they be given receipts from the in 
surance companies themselves rather 
than from the agents or brokers to whom 
they pay the premiums. 
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FIRE INSURANCE 





Globe & Rutgers Investment 
Policy Opposed by N. Y. Dept. 


Latter Seeks Order to Sell $10,000,000 More of Securities 
Before Company Can Resume Business; G. & R. 
Counsel Holds Company Should Con- 


trol Investment Procedure 


Opposition to several features of the 
Globe & Rutgers plea to the New York 
Supreme Court to be allowed to resume 
active business was expressed in a peti- 
tion of Insurance Superintendent George 
S. Van Schaick filed with the court on 
Monday of this week. Whereas the 
Globe & Rutgers last week told the 
court that it would be inadvisable to sell 
securities beyond the amount necessary 
to meet immediate obligations and leave 
a reasonable cash reserve, the Insurance 
Superintendent asks for permission to 
sell enough securities to realize $10,000,- 
000 more with which to pay all claims. 
Orders for the sale of not more than $4,- 
000,000 worth of securities have already 
been granted. 

The New York Insurance Department 
no longer seeks liquidation of the 
Globe & Rutgers business. For many 
weeks after the company was taken over 
for rehabilitation purposes on March 24 
the Department held that such rehabili- 
tation was impossible and that liquida- 
tion was the only sensible way of con- 
serving creditors’ interests. Particular 
opposition was expressed to the Globe & 
Rutgers plan of issuing preferred stock 
to creditors. Today, because of the 
sweeping increases in prices of securi- 
ties listed in the various stock markets of 
the country, the Globe & Rutgers has 
assets far exceeding liabilities without 
the use of a preferred stock issue. 

Opposes Investment Plans 

With the preferred stock plan out of 
the way now and with the Globe & Rut- 
gers technically solvent the New York 
Insurance Department does not oppose 
reopening of the company but it fails to 
approve of the company’s suggestions for 
carrying on if the court grants it permis- 
sion to re-engage actively in fire insur- 
ance. Particular opposition is  ex- 
yeomsee to the investment portfolio of the 
Globe & Rutgers and to the company’s 
request to meet its obligations gradually. 
Superintendent Van Schaick contends 
that too great a percentage of the G. & 
R.’s stock holdings are of a speculative 
nature and that they should be replaced 
with more conservative investments after 
all present claims of creditors have been 
settled in cash. 

Under the Superintendent’s plan enough 
securities of the Globe & Rutgers could 
be sold now to provide for the liquidation 
of all claims, payment of return premi- 
ums, interest, taxes and expenses of ad- 
ministration and rehabilitation. Richard 
A. Brennan, special deputy in charge of 
the Liquidation Bureau, which supervises 
rehabilitation work also, said that the 
liquidation of the companies’ securities 
would take nearly four months and that 
it could then be determined whether the 
company could re-engage in business. 

Mr. Van Sc haick said he was in favor 
of the reopening, “provided that the said 
company, when reopened, is a sound in- 
surance institution, adequately financed 
and properly managed for the protection 
and safety of the public with which it 
transacts business.” 

Whereas President E. C. Jameson con- 
tends that the directors should control 
the investment policy of the company, 
the Superintendent says that some pro- 
tection should be given against the policy 
of the directors to retain in the portfolio 
“securities capable of such violent fluc- 


tuations.” The Insurance Department 
also seeks reinsurance of the business of 
other companies now reinsured in the G. 
& R.; changes in the company’s manage- 
ment; modification of certain underwrit- 
ing practices, and employment of com- 
petent financial counsel. 

Mr. Brennan said that the Department 
had not yet secured cooperation for the 
changes considered essential and that he 
believed solvency is not the sole issue in- 
volved in the determination whether or 
not the rehabilitation should be permit- 
ted. 

An examiner of the Insurance Depart- 
ment said the G. & R. securities were 
324%% bonds and the rest stocks. About 
half the bonds were alleged to be below 
the four first investment grades and 
“many issues are distinctly inferior.” 
Seventy-six per cent. of the stocks “goes 
beyond a conservative standard for fire 
insurance companies and should not be 
permitted.” The Department does not 
want the $10,000,000 loan from the R. 
F. C. carried over, while the ocmpany 
says this loan can be paid off at some 
later date as the R. F. C. has made no 
effort to secure repayment now. 

If the Globe & Rutgers and the New 
York Insurance Department can agree 
with respect to the investment holdings 
of the company and its future investment 
policy then a big step forward will have 
been taken in the efforts to allow the 
company to resume business it was 
brought out at the hearing held Wednes- 
day afternoon before New York Supreme 
Court Justice Albert Frankenthaler on 
the petition of the company to end the 
New York Insurance Department’s con- 
trol of its assets and affairs. The De- 
partment is not now opposed to the com- 
pany going into business again but is 
asking the Court to impose certain re- 
strictions on the investment policy. Spe- 
cifically, Superintendent George S. Van 
Schaick holds that the present invest- 
ment portfolio contains too many stocks 
of a highly speculative nature which do 
not seem to afford real protection to 
policyholders. 

At the conclusion of the hearing which 
lasted three hours Justice Frankenthaler 
granted all parties until July 25 to file 
additional briefs and to exchange papers. 
Final papers are to be submitted by 
July 28. 

Elihu Root, Jr., of Root, Clark & Buck- 

(Continued on Page 26) 
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clients. 


That the risk involved in under-insurance 
of household contents is out of pro- 
portion to the premium required for 
adequate coverage is 
demonstrated in the current Alliance 


national advertising. 


Alliance Agents will wisely tie-up by 
distributing Inventory Books to their 


graphically 














THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch Street, Philadelphia 








TO MARRY ON JULY 29 
A. R. Small-Oleita H. Harrison Wedding 
Ceremony Will Be Performed at 
Residence of Bride’s Mother 
marriage of A. R. Small, vice- 
Underwriters Labora- 
that organiza- 


Miss Oleita H. 


The 
president of the 
tories, Inc., and head of 
tion in New York, and 
Harrison, assistant general manager of 
the National Board of Fire Underwrit- 
ers, will take place on July 29 at the 
home of the bride’s mother, Mrs. Wil- 
liam M. Harrison, 227 Harrison Avenue, 
Westfield, N. J. The ceremony will be 
at 4 o’clock. 

Miss Harrison is leaving the National 
Board of Fire Underwriters today. 





E. U. RICHARDS MAKES CHANGE 
E. U. Richards, formerly well known 
in organization circles as he was mana- 
ger of the Eastern Union and the un- 
derwriters automobile conference, has 
resigned from the Ben P. Branham 
printing and supply outfit in Chicago 
and returned to the Recording & Statis- 
tical Corporation, 102 Maiden Lane. 
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Established 18'79 


The Tokio Marine & Fire Ins. Co., Ltd. 











J. A. Kersey, General Agent 


United States Fire Branch: 80 John Street, New York 


Georce Z. Day, Asst General Agent 





U. S.—Statement December 31, 1932 


PREMIUM RESERVE 
OTHER LIABILITIES : 
CONTINGENCY RESERVE 
SURPLUS : 
*TOTAL ASSETS 


1,843,560.44 
- 592,100.09 
2,050,498.67 
9,336,637.60 
-- $13,822,796.80 


*New York Insurance Department hitmen a 
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Financial Statements 
Reflect Improvement 


FRANKLIN NET SURPLUS GAINS 
Member of Home Group First Large 
Company to Issue July 1 Report; 
Stock Prices Compared 

Semi-annual finat incial statements of fire 
insurance companies, beginning to make 
their appearance this week and showing 
assets, surplus, etc., as of July 1, should 
make pleasing reading. They will reflect, 
particularly in the net surplus item, the 
widespread improvement in the prices of 
invested securities and likewise the de- 


cline in fire losses during the first six 
months of the current year. Because the 
security valuation fermula of the Na- 


tional Convention of Insurance Commis- 
sioners provided that the total assets 0! 
the companies should be ascertained on 
the basis of security values prevailing 
prior to the worst phases of the depres- 
sion, the July 1, 1933, financial reports 
will, for the most part, not show large 
increases in assets. The gains will appear 
in the sizeable reductions in contingency 
reserves and the corresponding increases 
in net surplus. 

The first important company 
its semi-annual statement is the Frank- 
lin Fire of the Home of New York group. 
Appearing in the Philadelphia Record on 
Monday of this week this statement 
shows assets of $19,448,688 and net sur- 
plus of $4,905,971. At the close of 1932 
the assets were $18,528,720 and the net 
surplus $2,581,040. In the latest state- 
ment stocks and bonds are carried 
at values which total $17,290,992 and 
the reserve for contingencies is $2, 
746. Cash capital remains at iin 
and the maga premium reserve is 
$5,405,849. The total surplus to policy- 
holders equals $7,905,971. 

Directors of the America Fore Com- 
panies met yesterday afternoon to ' 


(Continued on Page 26) 
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Willis O. Robb, Former Manager 
Of New York Exchange, is Dead 


Had Long and Distinguished Career in Fire Insurance; Widely 
Known Also For Outstanding Literary Ability 
and Broad Culture 


Willis O. Robb, for eighteen years prior 
to 1928 manager of the New York Fire 
Insurance Exchange and recognized as 
one of the finest characters in fire insur- 
ance, died on Monday of this week at his 
home in Forest Hills, Long Island. He 
was 74 years of age and had been in poor 
health for some time. Death was due 
to arterio- sclerosis, While not engaged 
in any line of insurance since his retire- 
ment on July 31, 1928, Mr. Robb visited 
his many friends on William Street on 
—. occasions and not long after 

e had left the Exchange was guest of 
ioe at a dinner sponsored by the In- 
surance Society of New York and at- 
tended by many leading figures in the 
fire, casualty and life insurance fields. 
During the last year or more, however, 
Mr. Robb rarely came to the city due to 
failing health. 

Funeral services were held in Marys- 
ville, Ohio, Mr. Robb’s birthplace. Ap- 
pointment of a committee to draw up a 
resolution on the death of Mr. Robb 
was authorized at the meeting this week 
of the New York Board of Fire Under- 
writers. 

Dignified, 
insurance man, Mr. 
ithe highest esteem by those who knew 
him well. His influence on insurance 
has been permanent and no history of 
the New York Fire Exchange or of the 
work of the committee on losses and 
adjustments of the New York Board of 
Fire Underwriters will be written with- 
out definite acknowledgment being made 
to the constructive work of Willis O. 
Robb. His distinguished appearance, his 
fine manners and his unusual personality 
and intellect all contributed to his suc- 
cessful work. He had a knowledge of 
fire insurance rating equaled by few and 
he honored the positions which he held 


cultured and able as a fire 
Robb was held in 


in the business. 
Had Been a Professor 
In his early career Mr. Robb was a 


university professor, teaching foreign 
languages. He became special agent of 
the Liverpool & London & Globe in the 
Middle West and later was made general 
adjuster of the Norwich U nion Fire. In 
July, 1910, the companies picked him out 
of the many possibilities for the position 
of manager of the New York Fire In- 
surance Exchange which ais the rates 
for New York City exclusive of the sub- 
urban sections. It was a position re- 
quiring splendid talents in variegated 
channels as it embraced contact with the 
New York Insurance Department as well 
as with the general public. 
Clever Letter Writer 

During his incumbency in office he 
wrote thousands of letters and there was 
no better letter writer in the insurance 
musiness than Mr. Robb. The logic in 
some of those letters was extraordinary 
and his reasoning remarkably lucid and 
effective. He was on the witness stand 
before the Lockwood Investigation Com- 
mittee of the New York legislature when 
Samuel Untermyer conducted the exam- 
ination. Snarks flew as these intellects 
clashed. They did clash about the Ex- 
change’s licensing of brokers. Unter- 
myer insisted upon yes and no answers. 
Robb insisted upon more leeway in mak- 


ing explanations. At one point, when 
Mr. Untermyer demanded a “Yes” or 
No,” Mr. Robb said: “Ts that right, 


Mr. Chairman? Must I answer a ques- 
tion with nobody to lead me?” To which 
Mr. Untermyer retorted: “It is not a 
question of leading the witness, he leads 
himself pretty well.” 

When Mr. Untermyer asked him an 
impertinent question with the comment, 
“Don’t you think you are quibbling with 


me a little?” Mr. Robb answered, “No, 
you don’t understand the case at all.” At 
another point Mr. Untermyer said, “I am 
not here to learn the fire insurance busi- 
ness,” whereupon Mr. Robb said, “No, 
that would be hopeless.” 

Extracts From Some of Robb’s Writings 

In an article written a few years ago 
for “The Credit Monthly,” Mr. Robb 
told why he thought the fire insurance 
business was unique. He said then: 

“The fire insurance business is, I think, 
unique in that: 

“(1) There is no such thing as free and 
unrestricted competition in ratemaking 
anywhere in the United States 

“(2) The lowest aver age rates are al- 
ways found where the joint or company 
control of rate-making is closest; 

“(3) This joint control develops a pow- 
erful internal competition, both of new 
companies and of new methods, in the 
improvement of risks and of rate-making 
machinery alike, so as to bring about a 
steady lowering of rates 

“(4) Favoritism, or unfair discrimina- 
tion between large and small customers, 
men with and men without pull, is re- 
duced to a minimum; and 

“(5) The most rapidly growing factor 
in the expense ratio (except, of course, 
taxes) is that of the preventive work that 
tends to reduce final cost by reducing 
hazard.” 


Object of Rate-Making 

Mr. Robb explained the objects of the 
Fire Insurance Exchange in fixing rates 
of premiums to be charged for risks or 
classes in the New York area in an 
article he wrote for the insurance work- 
ers’ educational edition of The Eastern 
Underwriter. He said in part: 

“1. To provide such a premium income 
from the aggregate of fire underwriting 
operations in the Metropolitan District 
as will in average years be sufficient to 
pay the losses incurred in that district, 
plus the specific expense and a pro rata 
share of the general expense of doing 
the business, and yet leave margin 
enough both to pay a fair profit on the 
capital and surplus invested and to pro- 
vide for the accumulation of a reserve 
against extraordinary or conflagration 
losses not occurring in average years 
and not to be treated as exclusively a 
Metropolitan District contingency. 

“2. So to apportion this levy, or in- 
surance tax, among the various classes 
of risks as to make each class come as 
near as possible to the payment of its 
own losses and the contribution of its 
proper proportion toward the expense, 
profit and reserve accounts. 

“3. So to distinguish between indi- 
vidual risks of the same class, that: 

‘(a) proper credit will be given or 
proper charge made for all variations 
above or below the standard of the 
average risks of the class, according to 
the best judgment of underwriters and 
fire protection experts: 

“(b) every property owner can be 
made to see just what it is that operates, 
and how far it operates, to make his in- 
surance cost more or less than his neigh- 
bor’s in the same business, so that the 
suspicions as well as the actual practice 
of unfair discrimination may be removed; 
and 

“(c) every proper kind of pressure and 
inducement may be brought to bear in 
the direction of the improvement of the 
fire hazard and the reduction of the fire 
waste.” 

Outline of Career 

A native. of Mary§ville, Ohio, Mr. 
Robb was ‘graduated from Ohio Wesley- 
an in 1879. After four years as instruc- 
tor of Latin at Farmers College, Cincin- 


Hardy Extols Splendid 
Characteristics of Robb 


PAYS FINE PERSONAL TRIBUTE 


Former Assistant Manager of N. Y. 
Exchange Was Close Friend of 
Deceased For Many Years 


Edward R. Hardy, former assistant 
manager of the New York Fire Insur- 
ance Exchange when Willis O. Robb was 
manager, and now secretary and guiding 
genius of the Insurance Institute of 
America, Inc., pays the following tribute 
to the late Mr. Robb’s ability, character, 
personality and culture: 

“It is somewhat difficult for me to 
speak about Willis O. Robb because the 
news of his passing comes with a great 
shock. While I was associated with him 
for many years in the New York Fire 
Insurance Exchange, he as manager and 
I as assistant, my acquaintance with him 
began many, many years before. It hap- 
pened that we were members of the 
same college fraternity and we met at 
more than one of the annual conventions, 
something over thirty years ago. I have 
had occasion to sneak of Mr. Robb and 
have always felt that the words of Ham- 
let in regard to his father in a peculiar 
sense applied to him. These words were: 
‘He was a man, take him for all in all, 
I shall not look upon his like again.’ 

“He was a man whose training was 
classical and was among the few busi- 
ness men whom I have known who have 
continued their knowledge of the classics 
right through life. When the Institute 
was looking around for a motto for its 
incorporation he was the one to whom 
we turned and the one who suggested 
the motto which is being used and which 
is. ‘Haec Studia Adolescentiam Alunt.’ 
This kind of knowledge is rarer today 
than it was a generation ago, but I found 
it still was carried on when the chairman 
of one of the English companies at a 
recent luncheon in Manchester, England, 
seemed to be quite at home with his 
Latin. In passing I think that some of 
the strength of Willis O. Robb came 
from that early training in the classics. 

Delightful Man to Work With 


“As a man to work with no one in all 
my experience was more considerate nor 
more delightful. He was always willing 
to listen to the story of any subordinate 
and, of course, always reserved to him- 
self the duty, as it was his privilege, of 
making the final decision. He was not 
averse on evidence being presented in 
regard to certain practices to change his 
mind, provided one could convince him 
that his view of the matter was right. 
In all this one never felt, in fact one 
knew, that there was not the least ques- 
tion of weakness on his part nor any 
lack of willingness to take responsibility 
for decisions made or courses adopted. 
But he did want everyone associated with 





nati, he became an adjuster for the In- 
surance Adjustment Co. of Cincinnati 
and later was special agent in Ohio and 
West Virginia for the Liverpool & Lon- 
don & Globe. In 1885 he came to New 
York as general adjuster for the Nor- 
wich Union Fire and in 1902 was made 
secretary of the committee on losses and 
adjustments of the New York Board of 
Fire Underwriters. His able handling of 
fire joss adjustments in this territory 
brought him wide recognition. It was 
his administration of the loss committee 
adjustments that established the advan- 
tages of uniform and centralized adjust- 
ments of fire losses in which several 
companies were involved. 

Mr. Robb was a former national 
president of the Beta Theta Pi frater- 
nity and he was a member of Phi Beta 
Kappa. In 1924 Ohio Wesleyan con- 
ferred upon him the degree of Doctor of 
Laws. Surviving are his widow, the for- 
mer Juliet M. Everts, and three sons, 
Carroll Robb of Philadelphia, Stewart 
Robb of Queens Village and Kenneth 
Robb of Radburn, N. J. Stewart Robb is 
now connected with the New York Fire 
Insurance Exchange as an inspector. 
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him in the work to feel free 
views on any question which came up 
for consideration. There are altogether 
too few Willis O. Robbs in the business 
and the passing of him lessens the num- 
ber by that much. He will be missed by 
a wide circle of friends, but he will be 
remembered by a wide circle of friends. 

“That he held character in all relations 
of life, and of course in business above 
all things, is known to all who knew 
him. If one wishes this phase of his life 
as he expressed it, it will be found in 
the article bearing the title ‘The Chief 
Factor in Fire Loss Adjustment.’ He 
had a limited amount of sympathy with 
the continued development of bureaus 
for discharging the functions of business. 
He thought, and rightly so, that the in- 
evitable tendency of these would be to 
weaken the development of personality 
and character which he regarded as so 
essential to the successful performance 
of the business job. What we are pass- 
ing through in our national life lends the 
strongest confirmation to his position in 
this matter. On more than one occasion 
he thus expressed himself. He had the 
greatest respect for a thorough know]l- 
cdge of the business in hand but held 
that character was not only a necessary 
accompaniment of this but was more vi- 
tal to the job. 

“T close in the words of the people 
who on a certain occasion were bidding 
St. Paul good-by, and as it is recorded: 
‘Sorrowing most of all for the words 
which he spake, that they should see his 
face no more.’” 

Tribute From Rhoades 

Sumner Rhoades, manager of the 
Eastern Underwriters Association, said 
to The Eastern Underwriter: 

“Willis O. Robb was one of the most 
extraordinary characters I ever encount- 
ered. His keen intellect and brilliance, 
coupled with one of the finest senses of 
humor, made him an outstanding figure 
There could be no more delightful com- 
panion. His kindliness, courtesy and 
helpfulness early impressed me. His 
knowledge of risks, of business trends, 
of rating technique was superb. Few 
men knew better how the industrial and 
commercial wheels of Greater New York 
went round. He was a great asset to the 
business of fire insurance.” 


to state his 


C. C. Dominge Praises 
Achievements of Robb 


Charles C. Dominge of the ¢ 
Union Assurance, prominent fire under- 
writer, author of articles and books on 
fire insurance and an old friend of Mr 
Robb, made the following comment to 
The Eastern Underwriter this week: 

“The passing of Willis O. Robb re- 
moves one of the best beloved men in 
the entire fire insurance business, and 
my personal loss cannot be measured 
I first met Mr. Robb when I was a mere 
lad working in an insurance broker’s 
office and I will never forget his splendid 
manners and courteous treatment. He 
acted the part of father to son and not 
a busy executive addressing a boy in an 
office. 

“It was my good fortune to consult 
Mr. Robb frequently as secretary of the 
loss committee of the New York Board 
of Fire Underwriters when I was an in- 
spector and later chief counterman of 
the New York Fire Insurance Exchange 
For only a few days did I work under 
Mr. Robb when he became manager 
after my dear old boss, Henry E. Hess, 
resigned to become vice-president of the 
Continental Insurance Co. 

“Mr. Robb’s outstanding ability as the 
Exchange’s manager needs no comment 
and is well known to all. He invested 
that office with a dignity that could not 
be surpassed. His ability and knowledge 
cures the Untermyer insurance investi- 

gation stands out prominently. His cor- 
respondence was rarely equalled, his let- 
ters being considered works of art 

“I often chatted with him, when he 
was manager, as we met on the avenu 
near our homes in Richmond Hill, L. 1 
Mr. Robb away from the office loved 
mingle with his many friends, and we 
‘Old-Timers’ will miss him.” 


Commercial 
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1.M.U.A. Will Control 
Garment Floater Risks 


CHANGES EFFECTIVE SEPT. 1 
Executive Com-ittee Adopts Recom- 
mendation and Outlines Rates, Com- 
missions and Rules 

Following action of the executive com- 
mittee the Inland Marine Underwriters 
Association will assume jurisdiction over 
garment contractors’ floaters as of Sep- 
tember 1. All policies issued after July 
11 must be made subject to the forms, 
rates and rules contained in the reso- 
Intion of the executive committee by 
Sentember 1. This business will be di- 
vided into three classes with the follow- 
ing minimum rates: women's wear, in- 


cluding cloaks, suits and dresses, 6%; 
men’s and boys’ wear, including over- 
coats, suits and parts of same, 4%%, 


and other wearing apparel, 44%. 
These rates are for the standard gar- 


ment contracto s’ floater rider, which 
gives coverage against direct loss or 
damage from fire and lightning, water 


damage, burglary and hold-up. The rates 
must be charged on the total amount 
of insurance under the policy at all lo- 
cations, which amounts shall be subject 
to the 100% co-insurance clause. 

Policies will be extended to cover 
against direct loss or damage caused 
by malicious mischief, rioters, strikers, 
etc., for the following minimum addition- 
al rates: Women’s wear, 1%; men’s and 
boys’ wear, 144%, and other wearing ap- 
parel, 1%. An optional endorsement may 
be attached which extends the coverage 
on premises of contractors against the 
risk of theft but not against conversion, 
dishonesty or mysterious disappearance. 
The minimum additional premium for this 
coverage is 144% for women’s wear and 
other wearing apparel, and 1% for men’s 
and boys’ wear. No policies shall be 
issued for more than one year and those 
issued for less than one year are subject 
to the customary short rate table. 


Rates of Commission 


According to the resolution of the ex- 
ecutive committee the commissions shall 
be at the same scale as for personal jew- 
elry and fur floaters. These commissions 
are 15% to agents and 10% to brokers, 
with the exception of certain excepte | 
cities, where they are 20% to agents and 
15% to brokeis 

the form adopted by the executive 
committee requires the assured to “re- 
port to this company or its agent every 
|.ss or damage which may become a 
dam under this policy, and shall also 
file with the company or its agent within 
nuuiety days from date of loss a detailed 
sworn proof of loss.” Failure to carry 
out these provisions invalidates any 
claim under the policy. All goods, in case 
of a claim, shall be valued at actual cost 
to assured, but not exceeding market 
value. Books and records must be kept 
by the assured “in such manner that the 
cxict amount of can be accurately 
determined therefrom by the company.” 
The policy is terminated on the sixtieth 
day fiom the date of inception without 
further notice if premiums are not paid 


loss 


The resolution of the executive com- 
mittee assuming jurisdiction over the 
garment contractors’ floaters is binding 
pending the drafting of the proper 


a.endments to the constitution and by- 
laws and their ratification by the mem- 
bers of the Inland Marine Underwriters’ 
Association 


NEW YORK BROKER DIES 

Howard McKesson Kirkland,  vice- 
president and treasurer of Kirkland & 
Yardley, insurance brokers of 76 Wil- 
liam Street, New York, died suddenly of 
heart disease last Saturday He was 
62 years old and suffered the heart at- 
tack while coming from his summer 
home in Greenwich, Conn., to his office. 
He died at the Hotel Commodore. Mr. 


Kirkland is survived by his widow, his 
mother, a 
brothers 


son, a daughter and three 
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AIRPLANE HANGAR FIRES 
Aviation Underwriters Give Suggestions 
To Reduce Hazards That Have 
Caused Much Damage 

Due to an unusual number of fires in 
airplane hangars which have resulted in 
damage to planes, the Board of Aviation 
Underwriters in New York has issued 
the following recommendations for fire 
prevention: 

“Any competent airport manager knows 
what steps should be taken to prevent 
fire damage and, if not, a survey of the 
precautions taken by all the large air- 
lines would quickly inform him. The fol- 
lowing points stand out as essential for 
standard practice but local conditions 
may call for additional safety measures: 


l. (a) Clean, well kept hangars which 
can be shown with pride; 

“(b) No debris, trash or junk adjacent 
to hangar walls, inside or outside; floors 
kept clean and free of paper, oil, gas and 
waste; 

“(c) Visitors not allowed in hangars 
without permission and cars parked away 
from the hangar doors so as not to block 
entrance and exit; 

“(d) Proper and adequate fire-fighting 
equipment kept in operating condition; 

“(e) Condition and operation of heat- 
ing system; 

“(f) No inflammable liquids used to 
clean ships inside hangar; 

“(g) All handling of inflammable 1li- 
quids, including drainage of tanks, to be 
done outside the hangar: 

“(h) Constant checking for short cir- 
cuits in electrical apparatus and lighting 
equipment—especially condition of ex- 
tension lamps and their guards. 

“2. Repairs must be confined to a sep- 
arate repair shop or outside the hangar. 
Minor repairs incident to replacement 
and not involving a fire hazard may be 
excepted. Where repair shops are incor- 
porated in hangar design, the shops 
should be separated from hangar proper 
bv fire doors and fire walls, and should 
have plenty of fire fighting equipment. 


Doping and spraying must be confined 
to a separate dope room. 

“3. Smoking must be confined to club 
rooms or offices—this includes visitors. 

“4. Airport managers should inspect all 
hangars at least three times a week in 
order to see that their regulations for 
prevention of fire are being observed 
both in spirit and the letter. Fire engin- 
eers will check you up periodically.” 

FRANK GOFF SNYDER DIES 

Frank Goff Snyder, president of the 
Snyder Bros, General Agency of Louis- 
ville, Ky., died last week following a 
heart attack. He was 67 years of age 
and had been in insurance more than 
forty years. He was a former president 
of the Kentucky and Tennessee Board 
of Fire Underwriters and after the split 
of these two bodies was president of the 
Kentucky Fire Underwriters Association. 
For twenty-seven years Mr. Snyder was 
State agent of the Liverpool & London 
& Globe, which he left in 1923 to become 
head of the general agency. In recent 
years he had suffered from cataracts on 
his eyes and had undergone several oper- 
ations. His widow, two brothers connect- 
ed with the general agency and a sister 
survive the deceased. 

DROP WISCONSIN SURCHARGE 

Willingness of the Fire Insurance 
Rating Bureau in Milwaukee to accept 
Insurance Commissioner H. J. Morten- 
sen’s ruling that the bureau must dis- 
continue a three-cent after-charge made 
on rates where oil burners without ap- 
proved label of the Underwriters Labora- 
tories have been installed in buildings, 
was signified when a motion for a re- 
hearing of the Commissioner’s order was 
withdrawn. It was to have been re- 
viewed July 14. 

In filing application for withdrawal of 
the request for review of the order, the 
Bureau has agreed to abide by the In- 
surance Commissioner’s decision on the 
three-cent after-charge, as_ originally 
given, December 20, 1932, and will dis- 
continue making the special rate charge. 








security. 


income for life. 


family. 


Lie INSURANCE as a 
means of protection, or of savings—yes, even as an 
investment—has never had so strong an appeal to 
the public as at the present moment. 


In this economic situation, the certainty of life insur- 
ance in its personal investment features stands out, 
particularly as a foundation on which to build home 
and family security—or for that matter business 


Men and women likewise have been taught that life 
insurance can provide for their later years; that they 
can enjoy its benefits by means of a fixed monthly 


With conditions as they are, the alert life under- 
writer will not permit his client to forget what past 
experience has taught; that a solid sense of financial 
independence comes from the knowledge of a well- 
considered insurance program for himself and his 
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Iowa National Sues 
Massey Wilson Corp, 

FIRE COMPANY SEEKS  $37891y 

Held to Be Due Under a Repurchase 


Agreement on Agricultural Life and 
Farmers Nat'l Life Stocks 





The Iowa National Fire of Des Moines, 
la., has filed a suit in the St. Louis, 
Mo.,, Circuit Court asking for a judgment 
of $378,919 against the Insurance Invest. 
ment Corporation, with headquarters jp 
the International Life Insurance Build. 
ing, St. Louis, for the alleged failure of 
the defendant corporation to comply with 
the terms of a repurchase agreement coy- 
ering certain insurance stocks. 

The petition filed for and on behalf 
of the lowa National Fire by Hans Wulff 
an attorney with offices in St. Louis 
charges that the Insurance Investment 
Corporation had entered into an agree. 
ment in 1930 to buy back from the Iowa 
National Fire 1,050 shares of the stock 
of the Agricultural Life of Bay City, 
Mich., at $1600 per share and also 6,600 
shares of stock in the Farmers National 
Life of Indiana at $25.34 per share upon 
demand for such repurchase when and if 
made by the fire insurance company, 

It is alleged further that on October 
29, 1932, the Iowa National Fire made 
a demand in writing that the Insurance 
Investment Corporation comply with the 
terms of the alleged repurchase agree- 
ment and take back the Agricultural Life 
and Farmers National Life stock at the 
prices set forth but that said demand was 
ignored and not complied with. 

The lowa National through the suit is 
seeking to obtain $168,000 for the 1,050 
shares of Agricultural Life stock and 
$167,244 for the 6,000 shares of Farmers 
Nationa! Life stock plus interest at the 
rate of 5% amounting to $51,068. How- 
ever, a deduction of $7,393 is made for 
the dividends received by the Iowa Na- 
tional Fire on the stock, making the net 
total amount of judgment sought $378,919, 

In the petition the Insurance Invest- 
ment Corporation is described as in the 
business of “buying, selling and dealing 
in stock in insurance companies, bond 
and investment companies and other se- 
curities and collateral.” 


Wilson Calls it Friendly Suit 


Massey Wilson, president of the Insur- 
ance Investment Corporation, in com- 
menting on the Iowa National Fire suit 
for $378,919, said that this legal action 
was entirely of a friendly nature and 
that the defendant corporation had real- 
ly requested that the suit be brought in 
court so that a legal interpretation could 
be obtained on some of the points of the 
contract involved, such as the relative 
rights of the various parties. He said 
that there was no dispute in regard to 
the repurchase agreement. 

The Insurance Investment Corporation 
has had a large stock interest in the Iowa 
National Fire and through this stock 
ownership would be interested in a final 
court determination of the effects of the 
repurchase agreement between the two 
companies no doubt. 

\ttorney Wulff stated that the repur- 
chase agreement was signed by Massey 
Wilson as president of the Insurance In- 
vestment Corporation. Wilson is co-re- 
ceiver for the International Life and the 
International Co. of St. Louis, a holding 
company. He is prominent in insurance 
circles of the Middle West and South and 
at one time was president and later chair- 
man of the board for the International 
Life. 

A somewhat similar suit was filed 
against the Insurance Investment Cor- 
poration in the St. Louis Circuit Court 
on June 23, last, by former State Super- 
intendent of Insurance Joseph B. Thomp- 
son, who as receiver and liquidating off- 
cer for the Prudential Casualty & Surety 
of St. Louis asked judgment for $314,69/ 
against the investment company for Its 
alleged failure to carry out a repurchase 
agreement. 
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Every 24 hours fire bids in property worth one 
and a quarter million dollars. Today may be 
your last chance to adequately protect your 
clients in strong responsible stock companies. 


DN\PROVED BY \THE ACID TEST/OF TIME 7 /f 


The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FirRE INSURANCE COMPANY 
First AMERICAN FiRE INSURANCE COMPANY 


Eighty Maiden Lane, 


F AN 


ROUP OF 
INSURANCE 
COMPANIES 


of Insurance Companies 


NIAGARA FiRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM, Cheirman of the Boards 
BERNARD M. CULVER, President 


New York ,N.Y 
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School Superintendents at N. Y. U. 


Course Hear Lecture on Insurance 


A. Wilbur Nelson of National Board Discusses Problems Aris- 
ing in School Administration; Urges Listeners to 
Consult With Local Agents 


\. W:lbur Nelson, assistant to the gen-open inward, not outward as they should. 


cral manager of the National Board of 
Fire Underwriters and in charge of pub- 
lic relations, spoke last week on fire in- 
surance with special reference to school 
protection to a group of school superin- 
tendents, school board members and cus- 
todians of buildings from many eastern 
states who are attending a course on 
economies in school administration at 
New York University. This is the first 
year that the course has included a lec- 
ture on insurance and shows the grow- 
ing importance attached in strictly edu- 
cational circles to the insurance phase of 
school administration. 

Following the outline of the subject 
as set forth by New York University Mr 
Nelson gave special attention to these 
subjects: cost of protection, reduction of 
premiums through improvement in prop- 
erties and removal of special hazards, 
safeguarding life, fire prevention and pro- 
tection in relation to capital outlay. In 
his address Mr. Nelson said in part 

Public Relations 

“One of the most interesting 
my work is the correspondence with 
school teachers and pupils in all grades, 
from the kindergarten up, and several 
booklets and pamphlets, mostly on fire 
prevention, are distributed by us. ‘Safe- 
guarding the Home Against Fire’ is used 
as a textbook in grammar schools and 
‘Safeguarding the ‘Nation Against Fire’ 
is used similarly in high schools. Only 
this morning a request came from a col- 
lege for teachers in the South asking for 
aid in preparing a second reader for a 
series soon to be pub lished. The writer 
requests, for the unit dealing with the 
activitics of the fire department, inter- 
esting stories of heroic deeds of firemen, 
including stories of animals threatened 
by fire. The obtaining of such material 
will not be difficult because the records 
are full of interesting rescues. 

Fire Prevention in Schools 


parts of 


“There are five school fires every day 
on the average and some of the deplor- 
able conditions found exist in school 


where those in authority themselves have 
children attending. Il wonder how many 
of you here present have thought of that 
angle concerning the school buildings 
where your children are in attendance. 
Needless to say, inspections conducted 
under the auspices of the National Board 
of Fire Underwriters which revealed 
these conditions brought prompt action 
in improving them. We must not fool 
with fate when the lives of our children 
are concerned. Safety first should be 
our motto. Frequent inspections should 
be made to insure that everything about 
each building is safe. 

“The Collinwoc id school was, to all ap- 
pearances, a first-rate building. It had 
sturdy brick walls and abundant fire es- 
capes. It didn’t look like a fire trap. But 
in the Collinwood school a door which 
afforded an emergency exit on the upper 


floors was locked. One day fire broke 
out. The children on the first floor 
marched out under perfect discipline 
Those on the upper floors, finding the 
main door shut off by flames, rushed to 
the other doo And there 176 of them 
perished. 

“The Collinwood fire is twenty-five 


years old now. It was the greatest dis- 
aster of its kind in our history. It caused 
international discussion. One would 
think it would have produced lasting re- 
sults in the form of safer schools, greater 
protection for the nation’s children. Yet 
it is said by experts that half of our 
schools are, in reality, fire traps. They 
lack sufficient exits. Or. if the exits have 
been provided, they are obstructed. Doors 





[hey are not provided with panic bolts 
which will release them upon slight pres- 
sure. Again, many cases have been found 
where, due to poor attention, panic b Its 
have become frozen and would not budg 


under the full pressure exerted by ea 

bodied men : 
“Summer is here and the schools are 

empty—it’s a good time for repairs and 


Every community should de- 
made safe—and 


rebuilding 
mand that schools be 


\. WILBUR NELSON 


kept safe. Fire escapes must be ade- 
quate and modern; the basement must be 
watched, causes of spontaneous combus- 
tion must be removed and sprinkler sys- 
tems kept in order. As we all know, fire 
drills are also of great importance. 
Protection in Relation to Capital Outlay 
“While it is the sacred duty of every- 
authority to exercise great care 


one in 
where the safety of life is concerned, the 
protection of invested capital is also a 


trust which cannot be ignored. Every 
school building, whether it be an ex- 
pensive unit of an endowed university or 
a humble frame structure supported by 
taxpayers of modest ag should be 
protected: first, physically, | yy seeing that 
every safeguard is taken for its preserva- 
tion and the safety of its occupants, and 
second, financially for the protection of 
the capital which is invested in it. 

“As for the proper amount of fire in- 
surance to be carried on a given building 
that is a point for you and your insu 
ance agent or broker to determine. Ade- 
quate insurance of the right kind is, of 
course, a necessity and in addition to fire 
insurance itself there are tornado and 
windstorm insurance which apply just as 
readily to school buildings as does fire 
insurance. 

“Your insurance counsellor—for such is 
what your agent or broker really is 
can advise you exactly and fully regard 
ing your complete needs which vary in 
different cases. [ can, however, mention 

forms which apply to 
r that you may make men- 
forms as they apply 


a number of 
schools in orde 
tal notes of these 
to your needs 

‘Among the bond coverages there are 
the public officials’ bonds and individual 
fidelity bonds. Legal requirements usual- 
ly fix these 

‘Among casualty coverages there are 
insurance for supply cars, 
burglary insurance in the 


automobile 
buses, etc.; 


"UNDERWRITER. 





event valuable laboratory materials, ete., 
are kept on hand; various liability forms 
such as elevator, ete.; plate glass insur- 
ance; power plant insurance and work- 
men’s compensation for teachers and em- 
ployes, ete. 


Consult the Local Agent 


“The insurance business is a complex 
and complicated one—a_ profession, you 
might say, of specialists. That is why 
your local agent or broker is worthy of 
his hire. You will generally find him a 
man of wide experience who has spent 
years in the insurance business. If you 
consult with him freely, as you do your 
doctor or your lawyer, you will find him 
willing and able to help you in all your 
insurance problems.’ 

It is an interesting sidelight to the 
questions which were invited after Mr. 
Nelson’s talk that one superintendent 
present rose and said his office had calls 
from five diffe rent parents, following the 
publication of “Is Your School a Fire 
rap?” by T. Alfred Fleming in the La- 
dies’ Home Journal, asking about the safe- 
ty conditions in the particular schools 
under his jurisdiction. He also said he 
had a survey of his schools made by the 
National Board which resulted in correc- 
ton of certain special hazards and inci- 
dentally paid for themselves in reducing 
msurance costs. 











Illinois Dept. 


(Continued from Page 1) 


branches probably is of as great impor- 

tance to the citizens of this state as any 

other line of human endeavor. The ad- 

ministration has set itself to accomplish 

three things for the good of the citizens: 
Three Point Code 

“To see that our Illinois insurance 
companies of every kind are sound and 
honestly managed and further that no 
company of another state which does not 
meet the same requirements shall be per- 
mitted to sell insurance to our people. 

“To see that any policy contract which 
is sold to our citizens shall be fair and 
reasonable and that they get what they 
pay for in that contract. 

“To see to it that every one who sells 
or seeks to sell insurance to the people 
of this state shall be honest, competent, 
well qualified and licensed by the state. 

“These are very simple requirements, 
but they are the fundamentals of the 
business from a regulation standpoint.” 

Changes That Are Being Made 

The Illinois Insurance Department dur- 
ing the past six months has been com- 
pletely reorganized with sub-divisions 
established for the handling of the vari- 
ous branches of the business and the 
responsibility assigned to competent 
heads of divisions over the ordinary re- 
curring problems requiring special and 
constant attention. 

The office housing the Department has 
been materially enlarged and rearranged 
on an efficient, business-like basis, in- 
cluding particularly the filing and licens- 
ing department, together with a com- 
plete law insurance library and hearing- 
room for more prompt and efficient deal- 
ing with the public and company and 
agent’s representatives. 

Material changes in the general office 
staff; methods of handling mail, tele- 
grams and the purchase of supplies; 
handling of securities on deposit with 
the department; bookkeeping and collec- 
tion of taxes and fees have resulted in 
economy and efficiency. 

Examinations 

The examination department, charged 
with the responsibility of learning the 
condition of all companies organized un- 
der the laws of Illinois and which also 
participates in Convention examinations 
of companies of other states, is under 
the direction of the chief examiner and 
a staff of twenty-four examiners, about 
two-thirds of whom are new appointees, 
hand- picked for their ability to handle 
this most important feature of the de- 
partment’s responsibilities. 

“In view of the large number of in- 
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surance organizations of every kind 
which are chartered by the State of I]. 
linois, this particular division is one of 
the busiest in the department but under 
the present method of handling sych 
matters it will not be long before the 
department will be able to correct weak 
and improper management or investment 
policy, and safeguard the policyholders 
both in Illinois and elsewhere,” says Mr. 
Palmer. “While it will naturally take 
some time to secure a complete and ac- 
curate picture very material progress has 
already been made. 

“Each individual branch of insurance, 
such as fraternal beneficiary societies 
life insurance companies, both legal re- 
serve and assessment, casualty compa- 
nies, fire companies, mutual benefit as- 
sociations and Lloyd’s, has been set up 
as a division of the department under 
the direction of a supervisor and assist- 
ant supervisor, in each case with a suffi- 
cient staff to handle the particular prob- 
lems pertaining thereto. 

“The Department annually — issues 
agent’s and broker’s licenses to many 
thousands of applicants. This division 
has been completely reorganized and reg| 
economies effected which should make 
for promptness and efficiency. Qualifi 
cations of applicants are being carefy'l 
investigated and the laws governing the 
qualification and license of those who 
sell insurance to our people are beirg 
strictly enforced. About half of the F- 
censes in this division are doing business 
in Cook County and for that reason a 
Chicago office has been established in 
the Insurance Exchange which permits 
close contact and intelligent handling of 
the many problems which arise in a large 
center of population.” 


June Losses $21,578,609; 
Down 37% From June, 1932 


Those who might have believed that 
the piecipitate drop in fire losses for a 
few months this year as compared wit) 
the same period of 1932 was only an ac- 
cident or temporary affair are now dis- 
carding their skepticism. June fire 
losses for the United States, based 
reports to the National Board of Fie 
Underwriters, amounted to $21,578,609 or 
37% less than for June of last year when 
the total was $34,338,670. In the same 
month of 1931 the losses were $33,368,378 
The May losses this year were $24,338,- 
714. In every month of the present year 
the losses have been less than for the 
corresponding month of 1932 and in the 
last four months this decline has amount- 
ed to upwards of 30%. 

For the first half of 1933 the total es- 
timated fire losses are $181,273,587 com- 
pared with $245,669,956 for the same pe- 
riod last year and $242,568,277 for the 
first six months of 1931. The outlook 
for profitable underwriting results this 
year is distinctly favorable whether or 
not there is a marked gain in premium 
income, 





Marine Underwriters 
Oppose Argentine Tax 


American marine underwriters are dis- 
turbed over reports that the Argentine 
Government plans to enforce a_ regula- 
tion providing for a 7% tax on marine 
premiums for insurance covering Argen- 
tine imports or exports which is not 
placed with companies in that country 
This tax has not yet been made effec- 
tive and shipping and insurance interests 
here and in other countries are entering 
many protests against such a heavy im- 
post. A committee of the Association ot 
Marine Underwriters of the U. S. visited 
the New York Insurance Department 
this week and discussed the matter with 
the Superintendent. Marine underwrit- 
ers hope that the United States Depart- 
ment of Commerce will bring the atti- 
tude of American interests to the atten- 
tion of the Argentine Government. 

Edward J. Sheffield, tae the last fif- 
teen years in the local department of the 
Central Fire Agency, died Wednesday 
after a long illness. 
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Two Important Court Decisions 


Analyzed By General Adjuster 


A. G. Whitelaw of Commercial Union Group Summarizes 
Results of Cases Dealing With the Use of Gasoline 
and Element of Fraud 


Two interesting fire insurance deci- 
sions handed down by the Appellate Di- 
New York Supreme Court 
G. White- 


Commer- 


vision of the 
were discussed recently by 
law, general adjuster for the 
cial Union group. One deals with the 
use of gasoline and the other with the 
element of fraud. With respect to these 
decisions Mr. Whitelaw said: 

A case involving the use of gasoline 
on the insured premises was decided last 
June in the Appellate Division, Fourth 
Department, the citation being George v. 
Mohawk Fire Ins. Co., 258 N. Y. Supp. 
87. The house was occupied by tenants 
who were relatives of the owner and 
there was convincing proof that the fire 
was of incendiary origin and that gaso- 
line was the agency used in setting the 
fire. The company contended that such 
use of gasoline was a breach of condi- 
tion in accordance with the language 
“while * * * there is kept, used or al- 
lowed, on the described premises * * * 
gasoline, etc.,” citing the comparatively 
recent Court of Appeals case, Miller v. 
American Eagle Fire Ins. Co., 253 N. Y. 
64., where the court held that a policy, 
containing the same provision as that 
quoted above, was made void by the use, 
by a tenant, for cooking purposes, of 
gasoline, though without the owner's 
knowledge or consent. 

In the instant case, the trial court, fol- 
lowing the contention of the insurance 
company, charged the jury that the use 
of gasoline as a means of deliberate de- 
struction of the building by a person 
other than the owner, without his knowl- 
edge or consent, was such use as is con- 
templated by the provision of the policy. 
The jury thereupon brought in a verdict 
for the defendant dismissing the com- 
plaint. The assured appealed and the 
court reversed the decision of the lower 
court on the law and granted a new 
trial, saying that such use of gasoline 
by a person other than the owner was 
not contemplated by the policy, the court 
stating as follows: 

“Such a construction of the word ‘use’ 
would destroy a policy, even though a 
trespasser came upon the insured prem- 


ises and committed the crime of arson, 
using gasoline as the agency in commit- 
ting the crime. If that were the result 
intended, it were better that the policy 
provide, in so many words, that any loss 
occurring through the agency of gasoline 


is a risk not assumed.” 

The court following this quotation 
stated that its construction of the word 
“use” is not to be taken as indicating 
any opinion on the part of the court as 
to the general merits of the plaintiff's 
claim. 


Verdict Set Aside by Trial Judge 


An important decision 
was handed down in the 
rest et al v. Westchester Fire Ins. Co., 
by the Appellate Division, First Depart- 
ment, on February 11, 1932, 234 App. Div 
566, 255 N. Y. Supp. 325, where the as- 
committee 


involving fraud 
case of Dema- 


signee constituting a acting 
for t benefit of the assured’s unpaid 
credit { to enforce the liability 
of the ers under standard form 
policies. The plaintiff claimed losses of 


over $124,000 on 
and $6,900 « 
000. After 
in favor of the 
sum of $104,000, 


stock, $49,000 on profits 
on fixtures, totaling over $181.- 
a lengthy trial the jury found 

plaintiffs in the total 
whereupon the trial jus- 
tice, who had reserved decision upon de- 
fendant’s motion to dismiss the com- 
plaint, entered an order setting aside the 
verdict as unsupported by the evidence. 
and for lack of sufficient evidence of 
damage, and because of conclusive evi- 
dence of fraud, and directed that the 


complaint be dismissed upon the merits 
and judgment entered in favor of the 
defendants. 

The proof at the trial showed that the 
plaintiff’s assignors during the years 1925 
and 1926 made no profit, paid its offi- 
cers only meager salaries and its inven- 
tories at the end of said years reflected 
stock on hand valued between $23,000 and 
$36,000. In the early part of the year 
1927, $30,000 of insurance was carried on 
the stock. In May, 1927, additional in- 
surance of $40,000 was placed upon the 
stock which was then further increased 
in the first week of June by an addi- 
tional coverage of $50,000 and on July 6, 
four days before the fire, $60,000 addi- 


tional insurance was placed upon the 
stock, so that in two months preceding 
the fire, the insurance on the stock on 


hand was increased from $30,000 to $180,- 
000. Likewise the coverage upon fix- 
tures was increased in the same period 
from $3,200 to $9,800 and although the 
business had not shown any profits and 
the insured had never theretofore car- 
ried any insurance against loss of profits, 
the corporation took out $50,000 insur- 
ance against the loss of profits, in June, 
and three days before the fire. increased 
it by an additional $40.000. There was 
evidence of substitution of docu- 
ments, alteration of documents, etc., cast- 
ing considerable doubt upon the proof 
offered by the plaintiff, justifying its con- 
tentions that the increase of insurance 
corresponded to the stock on hand. 

The Appellate Court very forcefully 
affirmed the decision of the lower court 
saying that in view of the evidence, any 
verdict in favor of the plaintiff would 
rightfully be set aside by the trial court. 
That no scintilla of exonerating evidence 
to contradict the proof of fraud, which 
is largely documentary and comes from 
disinterested sources, is pointed out in 
the record and that the defense having 
been clearly established, there is no oc- 
casion for a further trial, which can 


also 


only result in the same final determi- 
nation. The court further stated that 
had the trial court refused to direct a 
verdict in favor of defendant, the Ap- 
pellate Court would have been required 
upon appeal to make such disposition 
of the case. 


AGENCY CHANGES IN NEW YORK 
The Great American group has made 
two agency changes in New York City 
as a result of the new rule of the New 
York Fire Insurance Exchange eliminat- 
ing branch offices after August 1. Neh- 
ring Bros. Inc., 1441 St. Nicholas Ave., 
branch managers of the Great Amer- 
ican, have been appointed metropolitan 
agents for the Rochester American. 
Nathan H. Weil, Inc., 501 Fifth Ave., city 
igent for the Rochester American, will 
have the Central State Fire instead for 
metropolitan as well as suburban busi- 
ness. This company is a member of the 
Phoenix of Hartford group but is man- 
aged locally by the Great American. 


GEORGIA HOME AGENTS HERE 

The Home of New York has appointed 
Joerns & French of the Bible House as 
New York metropolitan agents for the 
Georgia Home, effective August 1. This 
agency has represented the Home of 


N. Y. uptown for over fifty years. The 
present members of the firm are Charles 
French and George Lorsch. 


MACPEAK FATHER OF SON 


Samuel IT). Macpeak, insurance attor- 


ney and former deputy superintendent 
of the New York Insurance Department, 
is the father of an 8'4-pound son. 


BRITISH LOSSES DECLINE 


Total for First Six Months of This Year 
Is Nearly 20% Below Figure 
for Same Period of 1932 

The cost of the direct losses due to 
the principal fires in Britain and Ireland 
during June may be estimated at £587,- 
000, which compares with corresponding 
losses of £158,000 in May and £906,000 in 
June of last year. These figures take 
into account only fires in which the dam- 
age mounted to £1,000 or more, and fol- 
lowing the statistical practice of allow- 
ing 60% in respect of the much larger 
number of outbreaks costing individual- 
ly less, the total cost of all the direct 
fire losses in Britain and Ireland in June 
is £939,000. The corresponding estimate 
for May was £253,000 and that for June 
of last year was £1,450,000. 








The monthly totals for the first half 

of 1933 and 1932 are as follows: 
1933 1932 

Month £ £ 
eS ae ere 912,000 —: 1,016,000 
bt ere 464,000 890,000 
ee 702,000 848,000 
CO EE PPS. 1,301,000 736,000 
MMR 2 sie hare naweacee 253,000 576,000 
et Se Pee 939,000 — 1,450,000. 

Total for 6 mos..£4,571,000 £5,516,000 


The total estimated cost of all the di- 
rect losses in the first six months of this 
year at £4,571,000 was thus less by £945,- 
000 than the corresponding total for the 
first half of last year. 


Consequential losses, such as loss of 
earnings and rent of other premises 
during rebuilding are excluded from 
these estimates, as they are the subject 
of separate insurances. Their inclusion 
would undoubtedly much increase the 


cost of the fire damage as shown above. 





CHARLES F. WOODCOCK DIES 

Charles F. Woodcock, popular special 
agent of the America Fore Group in 
northern New Jersey, died suddenly last 
Saturday of heart failure at Summit, N. 
Y., where he had a summer home. He 
was 38 years of age and is survived by 
his widow and two children. Mr. Wood- 
cock’s home was in Chatham, N. J., where 
he was a member of the town council 
and chairman of the fire committee of 
that town. Before joining the America 
Fore companies several years ago he was 


a fieldman for the Glens Falls. Mr. 
Woodcock was a member of the New 
Jersey Field Club and the New Jersey 


Special Agents’ Association. 


DEATH OF WM. F. TILTON 

William F. Tilton, for many years vice- 
president and general manager of the 
Underwriters Salvage Co. of New York, 
died last Saturday. Funeral services 
were held Tuesday afternoon in Mt. Ver- 
non. Mr. Tilton went with the salvage 
company in 1894 and was elected presi- 
dent and general manager on March 7, 
1917. He gave up that post in July, 
1928, on account of poor health and was 
placed on the retired list. 





ITALIAN COMPANIES MERGE 

It has already been remarked upon 
in these pages that the tendency in Italy 
in private insurance is towards concen- 
tration in order to enable private enter- 
prise to compete in the field of insurance 
with government controlled enterprises. 
This tendency has been further illus- 
trated by the absorption of the Alleanza 
group of Milan by the Assicurazioni Gen- 
erali of Trieste, one of Italy’s most pow- 
erful companies. The Alleanza group 
has a premium income of 25,000,000 lire. 


BUYS BANGOR, ME., AGENCY 

Victor H. Mutty of Melrose, Mass., has 
bought the Curran Insurante Agency at 
Jangor, Me., founded forty-three years 
ago by William F. Curran and conducted 
by him ever since. The name of the 
agency will be changed to Mutty-Curran, 
Inc. Mr. Curran will devote his full time 
to independent adjusting work. 
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W. B. Hambleton Has Been 
Agent of Home 25 Years 


The Home Company of New York last 
week presented Agent William B. Ham. 
bleton of G loucester, N. J., with a silver 
service medal, in commemoration of his 
twenty-five years agency connection with 
the company. The presentation was 
made by Assistant Manager Joseph \. 
Forrestel and Special Agent Norman 
Fenton. 

In addition to conducting an active 
real estate business and insurance agen- 
cy, Mr. Hambleton has for many years 
been a leader in the community, and busi- 
ness life of his city, at this. time being 
the municipal director of the State of 
New Jersey Emergency Relief Admin- 
istration for Gloucester City. He is also 
secretary of the Chamber of Commerce, 
a director of the Gloucester City Trust 
Co. and secretary of the Gloucester City 
Building and Loan Association. 

Mr. Hambleton is a former president 
of the New Jersey agents association and 
at this time 1s the representative of the 
Camden County agents in that associa- 
tion. Due to his long activity in this 
association Mr. Hambleton has a wide 
acquaintanceship in New York and Phil- 
adelphia insurance circles. 








POWELL’S ANNUAL SURVEYS 


Another well-known British insurance 
annual, “Powell’s Insurance Year Book,” 
has just appeared in its 1933 edition. Not 
only does it set out the main facts in 
regard to all the principal insurance of- 
fices, but it submits those facts to a very 
painstaking analysis. The result is a 
clear bird’s-eye view of each company, 
with an estimate of the goodwill and 
break-up value in each case. 

The editor, in a foreword, takes an 
optimistic view of the general insurance 
position and outlook, remarking that in 
spite of abnormal difficulties during the 
past year “it may surely be said that 
most of the companies have made in the 
circumstances an _ extraordinary good 
showing.” 





FIND FILM IN N. J. STUDIOS 

The Fire Prevention Bureau of Fort 
Lee, N. J., which was formed last year 
at the instigation of the Schedule Rating 
Office of New Jersey, has found approxi- 
mately 400,000 feet of old films. stored 
in four studios in the town. This highly 
inflammable material has been located in 
the nooks and crannies in the Fox, 
Eclaire, Peerless and Paragon Studios. 
Only one, the Peerless, is now in opera- 
tion but the film found in this studio 
was insignificant and was removed im- 
mediately. 


HEADS PIONEER AGENCY 


A. Albert Meyerhoff has been made 
president of the Pioneer Agency, Inc, 
and the agency appointed metropolitan 
fire agent of the First American and 
automobile fire and theft agent of the 
Harmonia Fire. The agency is now lo- 
cated at 116 John St. Mr. Meyerhoff has 
been in insurance for nearly thirty years 
as a producer and established the Pioneer 
Agency early last year. 


ADJUSTMENT OFFICE EXPANDS 


The Curley Adjustment Bureau of 
Philadelphia has opened branches in 
Harrisburg and Reading, Pa. Frank J. 
Curley will supervise the business of the 
two branches. Edward J. Steck, for- 
merly with the Pre vone Indemnity 
and the Commonwealth Casualty, has 
been placed in charge of the office at 
Harrisburg. 





J. A. EDGETT INJURED 

James A. Edgett, an examiner for the 
Connecticut Insurance Department, was 
badly injured in an automobile accident 
at St. John, New Brunswick, last week. 
Mrs. Edgett also was hurt. They were 
returning from ' vacation in Nova Sco- 
tia, where Mr. Edgett was born. He 
was a claims adjuster for the Liberty 
Mutual before joining the department. 
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The “GLENS FALLS” is an old company— 
organized in 1849— and as part of our 
trade mark we use the slogan “OLD AND 
TRIED”; but on the other hand there are 
companies just as old and some older. 
@ The “GLENS FALLS” is in a strong 
financial position, but here again we are 
not the only frog in the puddle. We have 
company. @ Our loss paying record of 
past years and our ability to pay in the 
future has not been questioned—but, after 
all, this is nothing to feel chesty about—for 
any insurance company which isto live and 
prosper must live up to its contracts of insur- 
ance. @ The “GLENS FALLS INSURANCE 
COMPANY” writes Fire, Marine and allied 
lines and has representatives in practically 
every civilized country, but we are not 

unique in this respect. @ The 
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DURING THE GOLD RUSH DAYS OF “49 
THE GLENS FALLS MADE ITS BOW 
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“GLENS FALLS GROUP” offers to its agents 
facilities to write almost all kinds of insur- 
ance—but then there are several groups of 
companies that do likewise. @ The “GLENS 
FALLS” is a good company— but we make 
no protestations that we are the best or that 
we are the only good one. There are others 
—plenty of them. @ We are not presenting 
this picture of the “GLENS FALLS” through 
false modesty. We have the healthy self 
respect which comes from knowledge of 
work well done and a constant desire to 
improve; but for the sake of the insurance 
business we do not care to represent our- 
selves as standing alone on a pedestal. We 
merely desire to be known as one of the 
numerous responsible and conscientious 
insurance companies which are the back- 
bone of the business. 
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New York State fieldmen who traveled 
in the Hudson River section in the eigh- 
ties and early nineties will remember 
Charles Dubois, insurance agent at 
Kingston, N. Y., which town was quite 
a headquarters for fieldmen, being cen- 
trally located geographically, and, more- 
over, having an excellent old American 
plan hotel, the old “Eagle Hotel,” run 
by the Winne family. It was not un- 
usual to meet there every night of the 
week a dozen or so fieldmen. When I 
started on the road, I was sent there 
as one of my first jobs to inspect every 
risk on our books of the Dubois agency 
at Kingston, N. Y., and the old Rieser 
agency at Rondout, the cities of Rond- 
out and Kingston having then only re- 
cently been amalgamated into one po- 
litical entity, retaining the name of 
Kingston. 


Globe & Rutgers 


(Continued from Page 18) 

ner, counsel for the G. & R., presented 
the arguments for the company. Ans- 
wering the petition of the Department 
for the right to compel the G. & R. to 
sell $10,000,000 additional securities he 
said that the company would have to 
pay about $5,400,000 to claimants in thirty 
days if allowed to do business again. 
To meet these demands the G. & R. has 
$2,488,000 in cash from securities already 
sold, $184,000 due from other companies, 
and $1,612,000 could be raised by sale of 
securities already authorized to be sold. 
The remaining $1,000,000 would likewise 
be obtained by liquidation of securities. 


Company Opposes Large Sale of 
Securities 


However, the company is strongly op- 
posed to selling $10,000,000 more of its 
securities, in addition to the $4,000,000 
now authorized because with the value 
of the American dollar falling steadily 
Mr. Root believes the invested assets will 
be worth more at a future date. There- 
fore he declared it “folly” to sell now 
more than needed to meet obligations 
that are due soon. He pointed out that 
no insurance company keeps more than 
a small percentage of its assets in cash 
at any one time. He also asked why 
the Department had not criticized the 
G. & R.’s investments in 1929 when they 
were gaining in value so rapidly. 

One proposal of the New York De- 
partment is that President E. C. Jameson 
of the G. & R. be not permitted to re- 
main a member of the company’s finance 
committee. Mr. Root called this prop- 
osition preposterous and said it would 
not be consented to. In his opinion 
members of the New York Insurance 
Department are not qualified as invest- 
ment experts nor have they the same 
self interest as the company’s directors 
The investment policies of the company 
should be controlled by the finance com 
mittee so long as there was no violation 
of any insurance statutes. 

On July 15 the G. & R. investments 
were 32% bonds and about 67% stocks, 
Mr. Root said. He then read a list of 
the bond holdings of a number of lead- 
ing fire companies in relation to their 
total assets, these percentages being as 
follows: 17%, 13%, 37%, 25%, 32%, 43%, 
23% and 31%. Only two showed a larger 


TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 
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It was at the Eagle Hotel that as a 
youngster of 23 or so I met such vet- 
erans as Charlie Hibbs of the Hanover, 
Charles W. DuBois of the Commercial 
Union, C. W. Van Antwerp of the Hart- 
ford and many others, including the 
twins, Fred and Ed Hoyt (they looked 
so much alike and catled at same agency 
that Charlie DuBois got them mixed up), 
Jim Carothers of the Phoenix, Frank 
Tyler of the Queen, Jimmy Ryan of the 
Phenix, and among my own contem- 
poraries, Charlie Greene of the Niagara, 
now at the head office of the Adjustment 
Bureau (Charlie could tell many tales 
out of school about our numerous ex- 
peditions together after dark), Lloyd 
Greene of the Boston and others. 

Strange as it may seem to the present 
fieldmen, good hotels were rare in those 
days and the Eagle was an “oasis” then. 


percentage of bonds than the G. & R. 
Mr. Root seriously questioned the right 
of the Insurance Department to regulate 
a company’s investments in detail. 
Department’s Arguments 

John C. Farber, counsel for the New 
York Insurance Department in this case, 
told why objections were made to the 
G. & R. plan. He stated at the outset 
that the Department is not hostile to 
the G. & R. but that in the interest of 
policyholders and creditors the compa- 
nies investments should be less volatile. 

With respect to the request to sell 
$10,000,000 of the company’s securities he 
argued it was not necessary to keep the 
money secured in cash but to have it re- 
invested in high-grade, sound stocks or 
bonds whose values would not be sub- 
ject to sudden and violent changes. As- 
suming that financial opinion believed 
security prices were going higher event- 
ually there was no guarantee of this, he 
said, and the Department wished to avoid 
gambling chances with the  public’s 
money. According to Lee J. Wolfe, con- 
sulting actuary, Mr. Farber said the G. 
& R. would have to pay out nearly $12,- 
000,000 within a year and this payment 
could be guaranteed by the sale of secur- 
ities at the present time. 

Mr. Farber argued that the Depart- 
ment has ample powers to say something 
about the investments of a company 
which seeks to remove itself from vir- 
tually an equity receivership status. 

An imposing array of legal talent at- 
tended the hearing. Martin Conboy, F. 
R. Coudert, Jr., and others were there 
representing various creditors’ commit- 
tees. 

W. D. Embree, counsel for the Chase 
National Bank. said that institution held 
10,000 shares of G. & R. stock and wants 
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the company to be allowed to resume 
business. 

President Jameson of the G. & R. 
stated in a paper filed Wednesday: 

“The board of directors of Globe & 
Rutgers Fire Insurance Co. seeks return 
of the company to its managament in 
order that the company may pay its 
claims as and when they mature. Con- 
siderable of the business of the company 
is still in force and under the rehabilita- 
tion order the company is unable to pay 
losses on this business as they occur. 
The company being solvent the directors 
desire its return in order that all claims 
against the company may be promptly 
paid as they fall due, and feel that it is 
decidedly in the interest of creditors to 
have the company restored to its man- 
agement.” 


(Continued from Page 18) 
view the semi-annual statements of those 
companies. 
Insurance Stock Prices 

Not only has the actual condition of 
fire insurance companies greatly im- 
proved during the last four months but 
this change is in part reflected in high- 
er prices for the stocks of fire companies 
themselves. The following table of bid 
prices shows the differences between the 
bids for stocks in the latter part of Jan- 


uary and those prevailing early this 
week: 
sid on sid on 
Company Jan. 23 July 17 
pe. eee eee 30 35% 
ly a a ere 6% 9 
Antomobile ....cc6ccre0- 16 243% 
ee Peer 325 439 
SE ee Ones oe 10 16 
SO" § ore 75 135 
eee 15% 34 
Fidelity-Phenix ......... 16 35 
Fireman’s Fund ........ 42 55 
Piremen’s, Ni. J. ice ccscs 5% 6% 
Frankim Fire .......... 13 1834 
US Ores Freee 24 291, 





F. D. LAYTON, President 
Admitted Assets “ae 


Capital Stock FP 
Reserve for Unearned Premiums 
Reserve for Losses 


Reserve for Dividends . 
Reserve for Contingencies (Special) . . 
Reserve for Contingencies (General) 





National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement December 31, 1932, to New York Insurance Departmen 


LIABILITIES 


Reserve for Taxes and Other Expenses. . ne 


Net Surplus (Based on December 31, 1932, Market Prices) 


Surplus Available for Protection of Policyholders......... 


S. T. MAXWELL, Vice-President 
t 
acai a ot pat eca acne $43,679,408.77 


$ 5,000,000.00 
16,362,409.75 
2,249,811.28 
939,468.57 
250,000.00 
6,549,617.61 
1,700,000.00 
10,628,101.56 


$43,679,408.77 
Hiekmee ew ome $15,628,101.56 











223RD YEAR 
SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 


55 Fifth Ave. 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave, 
Chicago 


New York 


Pacific Department 
N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 











Globe & Rutgers........ 75 58Y, 
Great American ........ 12 17% 
NEN iio cameinncdess 23 29Y, 
Hartford Fire 2.00.00... 39 47%, 
co: 2. a rr 14 213 
ins. Co; of N. A...... 33 4 
National Fire ........ 40) 4x 
National Liberty ....... y 4 6 
National Union ......... 18 49 
New Brunswick ........ 10 16 
Wort Bel .iccs sc. ccscc 10 18 
Northwestern Nat'l ..... 72 75 
Phoenix, Conn. ae 58 
PHOT.. WERE. oicccccccccces 18 28' 
og 65 80 
i. 108 116 
8p. re 18 4 


the dark days of early March so that the 
full extent of the recovery is not revealed 
in the above figures. Also, as most !n- 
surance stocks are not listed on the New 
York Stock Exchanges they have not as 
yet shared to the full extent the en- 
hancement of values that has come to 
the securities of many industrial, rail- 
road and public utility companies which 
are more easily bought by the investing 
public. 





Expect Decision on State 


of Pa. Stock Next Week 


\ decision is expected next week from 
New York Supreme Court Justice Albert 
Frankenthaler on the question of com- 
pelling the Golden Hill Building Co., con- 
trolled by the Globe & Rutgers, to sell 
the majority stock of the Insurance Co. 
of the State of Pennsylvania to the Am 
erican of Newark. Although a decision 
was expected this week the court 
zranting the State of Pa., the Americal 
of Newark and the Globe & Rutgers 
more time to see if the parties can agree 
upon a price for the State of Pa. stock 
Last week it was announced that the 
American was offering $165 a share 
whereas the Globe & Rutgers officers 
contended that this stock was worth over 
$250 a share. 
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Clarence F. Low of 
New Orleans is Dead 


PROMINENT FIRE UNDERWRITER 
Over 40 Years With L. & L. & G. and 


Manager of Southern Department 
From 1896 Until 1921 

Clarence F. Low, for more than forty 
years associated with the Liverpool & 
London & Globe and Southern manager 
of the company from 1896 to 1921, died 
last week at his home in New Orleans 
at the age of 79 years. He had been 
retired from active service since 1921. 

For years nationally known as a fire 
underwriter, Mr. Low was born in New 
Orleans on June 7, 1854, the son of James 
Low and Marie Louise Hollis. His par- 
ents left New Orleans during the Civil 
War and moved to Wilmington, N. C., 
where his father was engaged in the cot- 
ton business. The family later moved to 
Atlanta, Ga., where Mr. Low’s father es- 
tablished an insurance agency, repre- 
senting, among others the Fire Associa- 
tion of Philadelphia for several Southern 
states. 

Clarence F. Low first secured a posi- 
tion as errand boy in a bank. He was 
afterwards employed in his father’s office 
where he secured his first contact with 
the insurance business. His unusual en- 
ergy and ability attracted the attention 
of Mr. Duncan of Liverpool, sub-mana- 
ger of the Liverpool & London & Globe, 
who called him to Savannah for a con- 
ference, which resulted in Mr. Duncan’s 
recommendation to the then resident sec- 
retary at New Orleans, Henry V. Ogden, 
who employed him on January 1, 1880. 

Mr. Low served in many capacities and 
for years acted as specia! agent and 
adjuster in the several states under the 
jurisdiction of the Southern department. 
His progress in the company was rapid 
and on the death of Jules P. Roux, the 
assistant secretary, Mr. Low was ap- 
pointed to succeed him. The advance of 
the company’s business in the South was 
so rapid that the company in 1895 erect- 
ed its own building in New Orleans. 


Became Manager in 1896 

On the retirement of Henry V. Ogden 
in 1896 Mr. Low was appointed to suc- 
ceed him as resident secretary, and his 
title shortly thereafter was changed to 
manager. Under Mr. Low’s management 
the department of the company expand- 
ed until his retirement in 1921, at which 
time there were nine states under the 
supervision of the Southern department, 
with a premium income of more than 
three and a half million dollars. 

Mr. Low retired at the close of 1921, 
having served the company for forty-two 
years, thirty-five of which were as an 
executive officer. He was always diligent 
in promoting the interests of underwrit- 
ing wherever he could render service, and 
was a member of all company organiza- 
tions that came into existence during his 
business career, and also several beyond 
his field. He sat many times with the 
committee that formulated the universal 
mercantile schedule, under the guidance 
of F. C. Moore, and also with comumit- 

etees formulating regulations with respect 

to the use of sprinklers and electricity. 
_ He was not at the organization meet- 
ing of the South-Eastern Underwriters’ 
Association, but he was active in pro- 
moting the work of that organization 
Irom its inception, and from the second 
or third year was a member of its execu- 
ive committee continuously (until 1922). 
He was president of the S. E. U. A. from 
1914 to 1916. He was the originator of 
the percentage charge exposures. Mr. 
Low was also a member of committees 
ior the formulation of schedules and 
other important work as the activities of 
the association developed. 

Although a busy executive in insurance 
Mr. Low found time to devote his talents 
to civic duties and social service. He was 
Particularly interested in young people 
and in children and was the leader among 
4 group of prominent citizens in New 
Orleans who founded two free kinder- 


garten schools, one in the vicinity of the 
Poydras Market and the other in the 
Vieux Carre. These kindergartens were 
financed for many years by Mr. Low and 
his friends, and were finally taken over 
by the public schools. 

Mr. Low was always interested in 
work relating to city beautification. He 
was a great lover of nature and flowers 
and was a charter member of the New 
Orleans Garden Society. He was also 
prominent in the organization of and 
was for many years a member of the 
Parking Commission. For many years 
he was a member of the Boston and 
Pickwick Clubs, and several carnival or- 


rer 


a 
print tN 
AGS 72 


ganizations, resigning when his health 
failed. His membership in the Round 
Table Club, and organizations of that 
character, dates back many years. 


N. J. AGENT CRITICALLY ILL 

Mayor William H. Bright of Wild- 
wood, N. J., one of the oldest agents in 
the southern part of that state ,is critic- 
ally ill and has been in a hospital since 
July 5. 





IOWA NATIONAL OFFICER 
C. E. Beman, vice-president of the 
Mahaska County State Bank of Oska- 
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Ir the policyholder is to get the 


loosa, Iowa, has resigned to become vice- 
president of the Iowa National Fire of 
Des Moines. He will have charge of 
the investinent department of the com- 
pany. 
30% PASS AGENTS’ TEST 

Only 30% of those who took the test 
for local agents’ licenses held by the 
New York State Insurance Department 
in New York City on June 9 succeeded 
in passing. Forty applicants sat for the 
examination and twelve passed. The 
other twenty-eight failed. 








security for which he pays, the 
company issuing his policy must 
have the reserve strength necessary 
to meet all contingencies. 

With assets practically twice liabil- 
ities, the companies of the FIREMAN’S 
FUND GROUP guarantee this strength. 

Today, a connection with a company of the 


Fireman’s Fund Group is more of an agency 
asset than ever. 


Fire - Automobile + Marine + Casualty + Fidelity » Surety 


IREMAN’S FUND GROU 
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Sell Personal Effects Insurance Now 


As Summer Vacation Coverage 


Although This Protection Has a Vital All Year Round Value 
Agents Are Urged to Specialize On It Dur- 
ing These Hot Months 


With the Fourth of July already past, 


the summer 
its height and the local agent who doesn’t 
solicit his clients for personal effects in- 


vacation season is reaching 


is overlooking one of the good 
The Boston and 


Old Colony companies give their produc- 


surance 
hot weather side-lines. 


ers some good tips on this coverage in 
their house organ, the Accelerator. This 
sales advice follows: 

Where is your next-door neighbor go- 
ing this summer? Jokingly, he will tell 


you: “Going to try to get rooms with a 
southern exposure at the poor house.” 
But he doesn’t mean it. And his wife 


and the children, while they may not 
spend two months at a far-away fashion- 
able resort, will have their vacation, 
somewhere away from home—probably at 
the Century of Progress Exposition. 

True, less money will be spent by most 
people taking their annual rest, but take 
it they will, scaling their exper nditures to 
1.eet the generally reduced rates asked 
by resort proprietors. 

The average family is a good prospect 
for personal effects insurance. 

Don’t put thumbs down on personal 
effects insurance because of the size of 
the commission. It is a mighty enter- 
ing wedge which you can use or which 
you can leave to your competitor to use. 
Later the need for additional insurance 
will make the initial investment of time 
and effort show big returns. 

How much time you can afford to 
spend on personal effects insurance de- 
pends on how much you value future 
business. Many a casual acquaintance 
has turned out to be the source of much 
profitable business. In these days of 
new deals, new losses, new values, with 
that great leveler of wealth—this de- 
pression—still delaying rapid recovery, it 
is hard to tell who will be tomorrow’s 
wealthy man—tomorrow’s best insurance 
customer. 

How can you get your share of per- 
sonal effects insurance and lay the 
groundwork for future business growth? 
The law of averages plus an extra in- 
centive and leg work will give you your 
share and a bit more. 

The cold approach or first mention of 
personal effects insurance should be fol- 
lowed up immediately by “You can't 
afford to be without this inexpensive 
coverage because it protects you against 
which you wouldn’t care to re- 
place today.” 

Simple Letter for Direct Mail 

While the cold approach will net a 
certain number of successes, you should 
also go after a good list of old customers 
and new prospects with a vacation let- 
ter mentioning this attractive policy. 
Pick the names carefully, get a supply 
of our interesting, business-building fold- 
ers, “Protection Going and Coming,” and 
mail them with one of the following 
suggested letters: 

Dear Mr. —— 

Vacations come and vacations go, 
despite depressions and inflations. Fami- 
lies get tired of one house, one town, 
and even one head of the house. They 
want new scenery, new faces, new at- 
mosphere. 

This summer, no matter where the 
family goes, whether you go with them 
or stay at home to keep the business 
going, you will need some protection for 
the personal effects that go along. We 
call such insurance personal effects. It 
is described in the enclosed folder, “Pro- 
tection Going and Coming.” One min- 
ute will tell you the story. In another 


a loss 


minute you can fill out the card or call 
me on the telephone. 
Sincerely, 


Dear Mr. —— —— 
This letter may mean the saving of 
hundreds of dollars to you. It’s about 


a thriftily priced form of insurance 
which every vacationist needs—personal 
effects insurance. 

If you will read the enclosed folder, 
“Protection Going and Coming,” you 
will see why this insurance is a mighty 
good investment—why the experienced 
traveler never is without it. 

You will be showing good judgment 
and guaranteeing yourself a vacation free 
from worry if you will mail us the post 
card which is part of the folder and 
arrange for a time when we can tell you 
more about this insurance. Better mail 
that card today or telephone You 
will be under no obligation. 

Sincerely, 





Follow Up Each Letter with 
Personal Call 

Either of these letters will pave the 
way for a call. Don’t send out too many 
letters at one time. Mail just as many 
a day as you can call on the next. Try 
to follow up each letter by a personal 
call in at least two days. The longer 
you wait the more chance there is for 
your prospect to forget and lose interest 
in your proposition—or to get in touch 
with your competitor. . 

If your list is large, segregate your 
calls by sections of the city where you 
expect to be on other business. Make 
what personal calls you can and cover 
the rest by telephone. If you use the 
latter method, be sure that you know 
your coverage from every angle so that 
you can answer every question without 
having to resort to the unfortunate “T’ll 
have to call you back.” Give your pros- 
pect the main facts, but try to get an 
interview so that you can tell him the 
whole story. 

If you have a ground floor window, 
use it to stimulate interest in personal 
effects insurance. Put in the window a 
half-packed bag with the balance of the 
clothing laid around, a tennis racket, and 
golf clubs. Itemize the contents of the 
window, estimate their replacement cost, 
and put a sign in the window that reads 
“For a few cents a day you can secure 
‘Protection Going and Coming.’ Let us 
tell you how.” Make them want the 
information—and make it easy to obtain. 

Sell the all-year-round coverage—not 
the short term—even though your pros- 
pect is going only for a short vacation. 
It is just as easy to have a coat stolen 
in a hotel in January as in July, or to 
have a suit burned at the tailor’s in May 
as in March. Personal effects insurance 
is needed every day in the year. And 
you can definitely prove this fact to your 
prospects. So talk personal effects in- 
surance whenever you can. Your old 
customers and your prospects will be 
glad that you mentioned it. And your 
competitors will be sorry. Unless you 
are anxious to build up business for them, 
push personal effects insurance every op- 
portunity that presents itself every day 
this summer. 





INCORPORATE IN WISCONSIN 


Articles of incorporation were filed 
with the Secretary of State by Schiff. 
Terhune & Co., Inc., Milwaukee branch 
of New York concern, with ten shares 
at $100 each, to operate business of in- 
surance brokers and agents for insur- 
ance, etc. Incorporators are R. Hiscox, 


J. Soevig and L. S. Uecker. 





AMERICAN LEGION PARTY 


Insurance Post to Hold Armistice Eve 
Charity Ball on November 10; 
Committees Are Named 


At a meeting of the Insurance Post, 
No. 1081, of the American Legion it was 
voted to hold an Armistice party and 
ball on November 10, which is 
Eve. Post Commander James 


charity 
Armistice 
Russell appointed as chairman for the 
affair James J. Ward, loss adjuster of 
84 William Street and as_ secretary 
Joseph Goerl of the firm of M. A. 
a Coa 


treasurer, of 


Goerl 
multigraphers. Larry Kane, 
Frenkel & Co. They will be 
supported by the following committees : 
Journal committee: chairman: Albert 
Frank, loss adjuster; Joseph Weisberg, 
broker; Timothy Hartnett, Brooklyn of- 
fice, North British & Mercantile; ¢ charles 
Johnson, Nathan Joseph & Co.: ( reorge 
Neff, Automobile Merchants’ Asso.; 
George McKay, Preferred Accident; 
Herbert Samuels, broker; Louis’ E. 
West, Hartford Accident. 
Entertainment committee: chairman: 
James S. Russell, Sun Insurance Co.; 
Jack Walsh, North British; Eugene 
Richards, Potomac. 
Publicity committee: 
liam R. Bonner of Stewart, 


Will, Inc. 


chairman: Wil- 
Hencken & 





MISSOURI VICTORY GAINED 

Stock fire insurance companies operat- 
ing in Missouri won another legal skir- 
mish with the State Insurance Depart- 
ment in the long-drawn-out controversy 
regarding rates on fire, windstorm and 
lightning insurance rates July 10 when 
the Missouri Supreme Court granted an 
application of 143 companies for a tem- 
porary writ of prohibition restraining 
Circuit Judge Nike Sevier of the Cole 
County Circuit Court from enforcing an 
order directing the companies to repay 
immediately $13,087,619 in excess pre- 
miums collected between November 15, 
1922, and August 9, 1929, and $5,586,177 
in interest from November 15, 1922, up to 
May 2, 1933, making the grand total to 
be accounted for $18,673,790. 


MAY APPRECIATION $300,000 
W. Fellows, 


ciated Indemnity 


president of the Asso- 
and Associated Fire & 
Marine of San Francisco, reported re- 
cently that the group’s investment port- 
folio had appreciated more than $300,000 


during May with additional advances 
since that time. Mr. Fellows’ report was 
followed by the announcement that the 


board had approved and adopted a defi- 
nite investment program to be followed 
during the remainder of the year. This 
action is based upon a study which in- 
dicates a more stable market and grad- 
ual appreciation of values. 


SENFF TO AID AGENTS 


and with 
agent, G. B. 


In a spirit of co-operation, 
the idea of aiding the local 
Senff, Insurance Commissioner of Ken- 
tucky, has worked out a plan with Leo 
H. Thieman, secretary of the Kentucky 
\ssociation of Insurance Agents, also 
executive secretary of the Louisville 
Board of Fire Underwriters, whereby a 
series of agents group meetings will be 
held over the state, with Mr. Senff speak- 
ing to the agents, and asking them for 
suggestions, and also for their problems, 
so that he may aid them in solving. 
These meetings will be in the nature of 
pep meetings of rallies, with open discus- 
sions of the round table type encouraged, 
with both Mr. Senff and Mr. Thieman as 
the principal speakers. 


Reports are that Morton Schiff, Jr., 
is giving his father some pointers on how 
to play the good old game of golf. Time 
was when Mr. Schiff, Sr., acted as in- 
structor to his son. The elder Mr. Schiff 
is associated with the New York insur- 
ance brokerage house of Schiff, Terhune 
& Co. 
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VALUED POLICY LAW UPHELD 


Attempt in Wisconsin Assembly to Re. 
move Law From Statute Books 
Is Beaten 44 to 4 

An attempt to repeal the valued policy 
which has been on the Wisconsin 
statute books for sixty years, except the 
two year period from 1915 to 1917, was 
defeated in the assembly recently, 44 to 
34. By that vote the lower house killed 
the bill of Assemblyman  Bachhuber, 
Wausau, which would have permitted in- 
surance companies to collect premiums 
on fire insurance policies and then when 
the building burned pay not the face of 
the policy but only the actual replace- 
ment cost of the building. 

Bachhuber pleaded the bill was needed 
to prevent persons “making a profit by 
burning down an insured building,” but 
he was informed by opponents of the 
bill that an insurance company could 
protect itself by scaling down the face 
value of the policy to correspond to the 
depreciated value of the insured prop- 
erty. 

It was on motion of Assemblyman 
Hanson, Deerfield, that the bill was 
killed. He was in the 1917 legislature 
that put the law back on the books after 
it had been repealed in the 1915 session. 


law, 





Allianz & Stuttgarter 
Experience For 1932 


The annual discussion of the affairs of 
Germany’s largest insurance company, 
the Allianz & Stuttgarter Verein, has 
again taken place in the presence of in- 
vited representatives of the press. Di- 
rector General Kurt Schmitt discussed 
the affairs of the companies and the re- 
sults obtained for 1932, which must be 
considered favorable. The company nat- 
urally suffered from the gene ral econom- 
ic depression and premium income in 
other branches but life insurance dropped 
by 17% after they had fallen off by 20% 
in 1931. 

The total premium income was RM 
156,600,000 (against 181,900,000 in 1931), 
a loss of 25,300,000 RM. Policies in 
force fell from 4,387,000 to 4,313,000. The 
net profit for the year is RM _ 6,480,000 
against 5,650,000 in 1931. The dividend 
is again 12%. The New Frankfurter, 
which belongs to the: group, will pay a 
dividend of 10% against 8% in 1931. 





MICHIGAN LICENSES DROP 

Agents’ and solicitors’ licenses issued 
up to the end of June by the Michigan 
Department show a m iterial reduction 
from the number recorded in 1932, ac- 
cording to Robert M. Morse, superin- 
tendent of the license division of the 
department. The number of agents’ li- 
censes in force as of July 1 was 54,3, 
Mr. Morse said, as compared with 60,709 
as of the same date last year. Up to 
the end of May at number of solicitors 
licensed was 982 as compared with 1,553 
entering June, 1932. 





E. CLAY BROCK’S NEW AGENCY 

E. Clay Brock, former manager of the 
life department of the Phil Grosmayer 
genéral agency, Portland, Ore., has 
opened an office under the name of the 
Pacific Northwest agency, Portland, and 
will handle general lines. Among other 
companies represented are the Commer- 


cial Casualty and Mechanics Fire. As- 
sociated with Mr. Brock is D. M. Lan- 
caster. 
CHANGES IN THE FIELD _ 

E. O. Redwitz, state agent in Ken- 
tucky for the Security of New Haven, 
has also been given Tennessee. Harry 
M. Taliaferro, who had the Tennessee 
territory for Security, with headquar- 


at Nashville, has been transferred 
Carolina territory. 


ters 
into the 


BROKER TO SEEK OFFICE 
John A. Teresi, insurance broker with 
offices in the White Building, Buffalo, 
has announced that he will seck the 
Democratic nomination for the state as- 

sembly from a district in that city. 
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MARINE & AUTOMOBILE 


British Make Report 
On Norske Lloyd Co. 


sf DIVIDEND 1S EXPECTED 


Nearly All of This — Been Paid Al- 
ready by Liquidator; Norwegian 
Creditors Not So Fortunate 


The report in liquidation of the Norske 
} (English 


nted in London and contains some 


branch) has just been 


\ 


se 
eresting data. H. A. van de Linde, 
liquidator, recalled at the annual 

that the work had been pro- 


for about eleven and a_ half 
ears, the long duration being accounted 
- in part, by the considerations that 
ipany was chiefly concerned with 
sine insurance, and that many trouble- 
questions were encountered, an 
tcome of which was that several points 
i had been clarified, including the 
stion of the issue of marine insurance 
icies by a liquidator. The successful 
lation of the American branch has 
ly been cé mmpleted. 
\nart from the elucidation of such in- 
« matters, Mr. van Linde said 








ght the creditors were likely to 
mainly concerned in the financial re- 
ts. He pointed out that the figures 


losed in the original statement of af- 
irs showed an estimated dividend, over 
f appr ximately 16%, be fore making 
wances for the costs of the liq- 
whereas already six dividends, 
iting to 12s. in the pound (60%) 
1 been paid, and a further and final 
lend of about 1s. in the pound is 
roposed, or 5%, which, he suggested, 
as a satisfactory result. 
This view was fully endorsed by 
ree W. Reynolds, general manager 
ithe Guardian Assurance, and one of 
members of the British Committee 
‘ction, who paid a warm tribute 
ork of the liquidator in over- 
“neculiar and exceptional diffi- 
which, at times, appeared to be 
insurmountable. 





rte ally 
acai Creditors Must Wait 


ugh this dividend is now to be 


iid to the British creditors, Mr. van de 
indicated that the Norwegian 
rs of the company will need to 





) or more years before receiving 
ial dividend, and in consideration 
rae a special allowance is to be 
for their benefit. 
The value of the cooperation of the 
miciliary Receiver, Thor Haavind, and 
mbers of his committee in work- 
the creditors as a whole was 
ily recognized by the British liqui- 
His report showed that the 
rican branch of the Norske Lloyd 
ad been finally liquidated and that the 
sets exceeded the liabilities in this 














mtry by a very. substantial sum. 
nyed States residents have received 
payment in full with interest at 0% trom 





late when the claims became due 
talso mentioned questions that may be 
ed by litigation now pending in the 
rts respecting the findings of 
Claims Commission estab- 
ler the Peace Treaty between 
a1 nd Germany. 
shan view, an English insurance con- 
commenting upon the Norske 
lidation, says in part: 
laws protect American na- 
als so fully that American creditors 
‘ere in a favoured position compared 
t creditors. The peculiar 
merged, therefore, from the 
urt decision that while the 
the Norske Lloyd tree was 
f the branches was still liv- 
is, however, now been fully 
with a large surplus, the to- 
neces from the United States 
gian liquidator being $1,- 








814,325, 
£306,275. 

The total claims admitted in the 
lish branch were £701,725, many 


of which the British share was 
Eng- 
claims 


being rejected for various reasons. The 
original estimate showed liabilities of 
£588,642, and assets £102,747, but the ac- 


tual assets collected from various sources 
and distributed as dividend have amount- 
ed to £489,914. 

Claims Far Exceed Assets 

The Norwegian statement shows total 
admitted claims of kr. 11,695,715, and to- 
tal gross assets of kr. 1.474,598 from 
which, however, must be deducted kr. 
400,000 for the cost of running off the 
Norwegian liquidation, court fees, etc., 
and kr. 194,928 special allowance to the 
Norwegian creditors. The net assets in 
Norway are, therefore, kr. 1,379,670. The 
special allowance to Norwegiz an creditors, 
representing an extra 4d. in the £, is a 
compensation for delay, as Sadnialin 
liquidation laws make it impossible to 
close the liquidation of the Norwegian 
branch for another two years. 

One of the most interesting difficulties 
arose out of the different rules for the 
conversion of or claims. In this 
country it is the rule to convert the for- 
eign claims at the rate of exchange pre- 
vailing at the date upon which the claims 
normally fell due to be paid, whereas in 
Norway the liquis lator must keep all for- 
cign claims in foreign currency and only 
convert them into Norwegian currency 
when a dividend is about to be declared 
and then at the rate of exchange pre- 
vailing when the dividend is paid. It is 
easy to understand that under present 
conditions this adds extra difficulties to 
the task of the Norwegian liquidator, 
when he is considering the payment of 
a dividend. \nother difficulty the Nor- 
wegian liquidator has had to contend 
with was the many long-term policies is- 
sued to German and Dutch policyhold- 
ers, and the difficulty of pi A what 

laims might be outstanding thereunder. 

e extremely interesting point has 
arise in connection with the American 
mixed claims commission. It is a ques- 
tion that interests not only Norske 
Lloyd creditors, but also many other Eu- 
ropean re-insurers on war-time Amer- 
ican treaties. The Commission was set 
up for ascertaining and computing the 
claims of American nationals for com- 
pensation for war losses suffered during 
hostilities and before the entry of Amer- 
ica into the war. The claims were in 
the first instance recovered from the 
American insurance companies, their 
claims against the German Government 
being based upon their net retentions, to 
the exclusion of all foreign re-insurers. 
These, however, contend that they are 
entitled to a pro rata share in any re- 
coveries effected as a result of the find- 
ing of the Mixed Claims Commission. 


A special committee has been set up to 
watch the position and a test case was 
launched some time ago by a prominent 
company, but the interested American 
underwriters stand united to resist the 
claims of foreign reinsurers to the ut- 
most. Some years will probably elapse 
before the point is cleared up, and al- 
though Mr. van de Linde is not very 
hopeful he thinks that there is a remote 
possibility of recovering something, in 
which case the British branch will defi- 
nitely be interested. 

It was originally agreed that the Eng- 
lish branch should receive 16-30ths, the 
Norwegian 14-30ths, of the American 
surplus, subject to certain first charges 
in respect of class (ii) creditors. At a 
later date changing conditions made it 
necessary to change the rates of division 
into 11-24ths to English, 13-24ths to Nor- 
wegian creditors. In the terms of the 
pooling scheme, the meeting of creditors 
was asked to consent to the following 
minor amendments: (1) To allow the 
said special allowance to Norwegian 
creditors as a compensation for the de- 
lay resulting from Norwegian liquidation 
laws, and (ii) to agree to a final adjust- 
ment on the basis of a combined state- 
ment of affairs brought up-to-date, 
which showed total liabilities at both liq- 
uidations kr. 25,407,421, assets (in hand) 
kr. 1,410,836, which would give a final 
dividend of , or, say, Is. 144d. in 


the £. 


5.55% 





TO FILM GOLD RECOVERY 

A film is about to be made of the 
manner in which the Italian salvage ves- 
sel Artiglio has recovered bullion from 
the liner Egypt, which lies off the Breton 
coast at a depth of nearly 70 fathoms. 
The divers, as has already been report- 
ed, are lowered to the wreck in steel 
cases. A cinematographer is to go down 
in one of these diving shells and take 
photographs of work proceeding at the 
greatest depth in which divers have ever 
operated. The shell will be equipped 
with powerful lamps, and by means of 
a special lens it is hoped to obtain pho- 
tographs of the wreck and the subma- 
rine operations from a distance of less 
than 20 feet. The film should prove of 
great interest to Lloyd’s underwriters, 
who were heavily involved in the insur- 
ance of the gold. 


GERMAN MARINE INSURANCE 

The Deutsche Versicherungs Presse 
advises that transport insurance in Ger- 
many during the first four months has 
fallen off from 25 to 33% when com- 
pared with the same period for 1932. The 
expected increase in business and gen- 
eral activity does not seem to have ma- 
terialized so far. 





AGENTS MUST BE ITALIAN 
The Italian Ministry of Corporations 
has issued a decree under which foreign 
insurance companies transacting business 
in Italy can be represented only by 
Italian citizens as general agents. 
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CONTINUITY CLAUSE AMENDED 


London Institute Assures. Continuity of 
Cover When Vessel is Used Outside 
Ordinary Work 
Clause No. 4 of the Institute Time 
Clauses-Hull has been amended by the 
Institute of London Underwriters, as of 
July 1, by the insertion of the words, 
“motor power,” between the words 
“steam” and “or sail” so that the ‘clause 

now reads: 

“In port and at sea, in docks and grav- 
ing docks, and on ways, gridirons and 
pontoons, at all times, in all places, and 
on all occasions, services and trades 
whatsoever and wheresoever, under 
steam, motor power or sail, with leave 
to sail with or without pilots, to tow and 
assist vessels or craft in all situations, 
and to be towed and to go on trial trips.” 

According to the Policyholder of Eng- 
land “this is the clause adopted to en- 
sure the continuity of the insurance in 
all proper circumstances even when the 
vessel is employed outside her ordinary 
work. The amendment now made reme- 
dies a deficiency which arose out of the 
application of internal combustion en- 
gines to marine propulsion, and while 
underwriters would never have taken ad- 
vantage of the technicality that a vessel 
under motor power could not strictly be 
said to be under steam it is just as well 
that the clause has been brought up to 
date. It may be questioned whether any 
special provision with regard to a vessel 
being under any particular motive power 
is necessary, or whether it would not be 
better to amend the clause by the simple 
provision that the vessel is insured when 
under any motive power. The latter 
suggestion would, however, leave it open 
to be argued that a vessel in tow was 
under a motive power within the mean- 
ing of the clause, and tide is not the in- 
tention of underwriter 


SPECIAL LOCATION CLAUSE 


Drafted by London Institute to Limit 
Liability to Agreed Maximum; 
Effective July 1 

The Institute of London Un: lerwriters 
put into effect on July 1 a new special 
location clause for use in connection 
with open covers and other insurances i1 
which accumulation of cargo prior t 
shipment would load underwriters with 
heavv liabilities if there were no special 
provisions. The ordinary location clause 


provides that underwriters shall not be 


liable in respect of any one accident or 
series of accidents arising out of th 
same event for more than an agreed 


amount, which is generally the maximum 
amount of the cover, but this applies t 
the insured interest in any one locality. 

The paragraph containing the new 
clause now reads as follows: 

“This policy is issued under the cover 
given to... and is subject to the terms 
and conditions thereof. The said cover 
stipulates that the liability of underwrit- 
ers is limited to... at any one time in 

In the event of loss the amount 
insured hereunder will form part of tl 
total amount at risk.” 

In the first space in the clause the 
name of the assured and in the 
econd space the maximum liability un- 
der the contract, while in the third space 
the description of the whole area to 
which the contract applies is inserted 
The effect of this clause is to limit the 
liability of underwriters to the agreed 
maximum in any cit 


appears, 


cumstances 
L'ATLANTIQUE, REPAIR OFFERS 
Several British offers for repairing 
L’Atlantique have been received by the 
experts appointe 1 in conformity with the 
decision of the Seine Tribunal of Com- 
merce to find whether repairs are pos- 
sible. The experts will take these ten- 
ders into consideration in reaching their 


decision, which affects the insurance dis- 

c | 
pute between the owners of the vessel! 
and the insurers. The owners gave no- 


tice several months ago of abandoning 


the ship and claiming £2,000,000 under 
two policies. This claim is contested o1 


the ground that the liner can be repair 


at le ss cost 
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CASUALTY AND SURETY 











Commissioners Start Intensive 


Study of Compensation Problems 


Superintendent Van Schaick’s Committee Hears Company 
Officers, Association Heads and Bureau Chiefs; Present 
Rate-Making Procedure Held Inadequate 


Casualty company and association offi- discussed before the committee at its 


cers, rating bureau heads and some brok- 
ers and agents were present at a hear- 
ing Tuesday at the New York Insurance 
Department when the whole subject of 
workmen’s compensation insurance rates, 
losses and methods was surveyed. The 
hearing was held by the sub-committee 
on workmen’s compensation of the Na- 
tional Convention of Insurance Commis- 
sioners of which Superintendent George 
S. Van Schaick is chairman. In addition 
to Superintendent Van Schaick other 
commissioners present were the follow- 
ing members of the committee: Garfield 
W. Brown of Minnesota, president of the 
National Convention; Merton L. Brown 
of Massachusetts; C. A. Gough of New 
Jersey. 

Steps looking toward a remedy for the 
serious losses entailed in the writing of 
workmen’s compensation insurance, ag- 
gregating $105,000,000 in the last seven 
years, will be taken by this committee. 
The purpose of the meeting was to ex- 
amine a number of questions which have 
a direct bearing upon the present situa- 
tion. In addition to the statements pre- 
sented orally, a number of memoranda 
were submitted for the committee’s con- 
sideration. Other written statements will 
be presented to the committee within the 
next two months. All of this material 
will be studied and analyzed by the com- 
mittee with a view of presenting its con- 
clusions and recommendations to the 
National Convention of Insurance Com- 
missioners at its next meeting to be held 
in New York City in December. 

The subject of this study is of intense 
interest not only to the insurance com- 
panies which have been seriously affected 
but to employers of labor throughout the 
country and their employes. On the one 
hand the insurance carriers must receive 
sufficient premium income with which to 
pay indemnity and medical losses and ex- 
penses without incurring continuous defi- 
cits that may threaten them with insolv- 
ency. On the other hand, employers and 
employes wish not only to be certain of 
the solvency of the insurance carriers, 
but both groups, particularly employers, 
are interested in having premium rates 
at a reasonable level which industry can 
afford to pay. It is the thought of the 
committee to investigate the possibility 
of effecting economies within the busi- 
ness, in order that both of these ends 
may be accomplished to the fullest de- 
gree. 

Examine Rate-Making Procedure 

Among the general topics which were 


CHICAGO H. & A. MANAGER 


Ralph W. Abbott Placed in Charge of 
Department by Massachusetts 
Bonding 


The Massachusetts Bonding has 
pointed Ralph W. Abbott superintend- 
ent of the accident and health depart- 


ment in Chicago under Manager Ogden 


ap- 


Davidson. Mr. Abbott formerly was 
manager of the accident and health de- 
partment in Chicago of the Maryland 


Casualty and prior to that was with the 
same department of the Pacific Mutual 
in Chicago. 


meeting were the competency of present 
rate-making procedure and methods of 
applying rates and the efficiency of the 
management of this branch of the insur- 
ance business. 

In connection with the discussion on 
rate-making procedure, several sugges- 
tions were made to the committee which 
would radically change existing practices. 
Objection was voiced to the present sys- 
tem of basing premium rates upon pay- 
rolls because of the fluctuations in pre- 
mium income as wages rise and _ fall 
without corresponding changes in the 
benefits payable to injured workmen. The 
result is a tendency to produce an excess 
of premiums in periods of prosperity and 
an inadequacy in periods of depression. 
It was pointed out that this matter is 
now being studied by a committee of 
the Casualty Actuarial Society whose 
findings wilt be reported to this com- 
mittee. 

Another suggestion was that a 
called retrospective or participating plan 
of rating be adopted. Under this pro- 
posal premium rates would be pitched at 
a level greater than that indicated by 
past experience with the objective of 
providing against rising trends of 
cost. The excess of such premiums found 
to exist at the end of the policy term 
would be refunded to policyholders. 

Discussion on the application of rates 
centered chiefly upon the mechanics of 
securing accurate payroll data. Certain 
weaknesses in present methods of audit- 
ing payrolls were alleged to exist. It 
was reported, however, that this matter 
is receiving attention with a view to 
adopting remedial measures. The present 
system of classification of employments 
was stated by some to be faulty in re- 
spect to the opportunity for misclassifica- 
tion leading to the application of im- 
proper rates through the rating of risks 
under a title not contemplated for the 
character of employment involved. 


so- 


loss 


Expenses of Business Reasonable 

The consensus of opinion among those 
who testified was that the expenses of 
conducting the business are in general 
reasonable and warranted. While the 
allowance for expenses, such as taxes, 
agents’ commissions, handling of claims, 
home office administration and inspec- 
tion and engineering services, has been 
exceeded, it was pointed out that the 
allowable expense ratio in the establish- 
ment of premium rates has not been in- 
creased and no request has been made 
for such an increase. 


MATTHEWS TO TALK ON FRAUDS 

John A. Matthews, general counsel in 
New Jersey for the General Accident, 
will be one of the principal speakers at 


the mid-year meeting of the Bergen 
County Chamber of Commerce, which 
will be held at Bear Mountain Inn, on 


Wednesday, July 26. His topic will be 
“The Relation Jetween Insurance 
Frauds and Rising Premium Payments.” 
CATS MEOW PICNIC 

The Great and Jovial Order of Cats 
Meow, St. Louis Court, held its annual 
picnic last week with John J. Kelley, St. 
Louis manager for the Continental As- 
surance and Continental Casualty, in 
charge of the affair. 
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A. J. LILLY VICE-PRESIDENT 


Gee al Counsel of Maryland Casualty 
Advanced; Entered Company In 
Its Claim Division 

\ustin J. Lilly, general counsel of the 
Maryland Casualty, was elected vice- 
president at a meeting of the board of 
directors this week. Mr. Lilly will con- 
tiiue to fill the position of general coun- 
sel, which he has held since January, 
1924. 

He entered the services of the Mary- 
land Casualty in 1910 in the claim divis- 
ion, and was made manager of the Okla- 
homa City claim division the same year. 
fie held this position until 1912 when 
he was made manager of the Charlotte 
claim division and general attorney for 
North Carolina. 

In 1913 he was made superintendent 
ef the accident prevention division at 
the Home Office, and was transferred to 
the Legal Division in 1915. In 1921 Mr. 
Lilly was appointed attorney-in-charge. 

Mr. Lilly received his legal education 
et the University of Maryland. Before 
ioining the Maryland Casualty Company, 
he was engaged in the practice of law 
an] in newspaper and editorial work. 


PROTEST BY RILEY 





Mississippi Commissioner Says State R. 
R. Commission Stimulates Liability 
Business in Non-Admitted Co.’s 
The unadmitted company evil in Mis- 
sissippi has grown up under a practice 
ef the Mississippi railroad commission 
which requires liability insurance on all 
trucks passing through the state. Al- 
though Insurance Commissioner Riley 
has protested to members of the railroad 
commission they have ignored him on 
the ground that much of the bus traffic 
is inter-state. The railroad commission 
in requiring the liability insurance is 
acting under its general powers rather 
than under any specific statute covering 
the subject. It has also developed that 
bus owners have no choice as to where 
they place their insurance, but must give 
“ll of it to an agency in Hattiesburg, 
Miss., designated by the railroad com- 
mission. One of the companies being 
used is the Commercial Standard, of 
Dallas, Tex., and trouble has recently 
arisen by reason of that company’s fail- 

ure to pay a claim. 


LONG DISTANCE CALLS 
Los Angeles Casualty Association Asks 
Field Agents to Remember That 
These Messages Cost Money 
\t a meeting of the Los Angeles Cas- 
ualty Association a subject under dis- 
cussion was long distance calls by field 
agents on which charges are reversed. 
rhe association says that in many in- 
stances these calls have proven to be 
unwarranted and the association asks 
that agents be mindful of the costs ac- 
cruing through such practices. 


R. C. Feldsmith Promoted 
By Continental Casualty 


Robert C. Feldsmith has been appoint. 
ed superintendent of the eastern surety 
department of the Continental Casualty 
with headquarters in New York City. 
He was formerly for several years as- 
sociated with Secretary W. E. Krafft as 
agency superintendent in the surety de- 
partment. Previously he had been with 
the Fidelity & Casualty and the Indem- 
nity Co. of North America. 





SOME PLATE GLASS RATES UP 
Cook County, Wiesin Quske. Cleveland 


and San Francisco Among 
Those Affected 

Racketeering, labor disputes,  earth- 
quake and an apparent general negl- 
gence on the part of plate glass owners 
have combined to force changes in man- 
ual rules and rates in some states and 
territories on that commodity, it was an- 
nounced by the National Bureau of Cas- 
ualty and Surety Underwriters _ this 
week. In others, an improved experience 
has permitted members of the Bureau 
to lower the scheduled prices. The re- 
visions are already in effect. 

Major changes were required in Cook 
County, Illinois and Cleveland, Ohio 
where excessive losses due to unchecked 
racketeering in the former and unsettled 
labor trouble in the latter have been re- 
corded. 

Rates for California, except San Fran- 
cisco, were advanced 25%. Omaha, 
Youngstown, Wisconsin and Salt Lake 
City were increased. 

Some places having reductions in rate 
are Arkansas, South Carolina, Charles- 
ton, Huntington, Parkersburg and 
Wheeling, W. Va., Wyoming and certain 
Texas cities. 

An important change noted among 
several technical revisions in the plate 
glass manual was the decision to allow 
a discount of 50% on all exterior glass 
three or more floors above the streel 
floor. 


INDIANA APPOINTMENT 

Hoosier Casualty, Indianapolis 
through V. M. Ray, vice-president, has 
announced a general agency arrange 
ment with the American Casualty Co, 0 
Reading, Pa., for Indiana, that will afford 
facilities to the agents of the Hoosier 
Casualty in placing allied casualty lines 
which the Indianapolis company 1s 00! 
writing at present. 


The 





MOVE FOR RECEIVER MADE 

Appointment of a receiver for the 
Manufacturers Casualty to restrain the 
company and those employed by it, from 
rebating or accepting liability without 
charge is sought by a former vice-pres 
dent. President R. B. Dutt says that 
this action is without foundation and thal 
the company is perfectly solvent. 
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Receivership Suit b 
Holders of 21 Shares 


yas NO BASIS, SAYS McFADDEN 


American Indemnity President Discusses 
Action in St. Louis by Two Former 
Employes; Declares Co. is Sound 





|. F. McFadden, president of the Amer- 
ican Credit Indemnity Co., with head- 
quarters at 511 Locust Street, St. Louis, 
\fo, says that there is no real basis in 
fact for the receivership suit filed against 
the company in the St. Louis Circuit 
Court July 12 by two former employes 
who collectively own 21 shares out of the 
40000 shares of stock the company has 
outstanding, or less than one-fifth of one 
per cent. of the capital issue. The com- 
pany plans vigorously to oppose the ac- 
tion and will ask for its dismissal when 
given an opportunity to be heard by the 
court. ; ; 

The plaintiffs in the suit are Joseph J. 
\ustin, a former investigator for the 
company, who owns ten shares of stock, 
and Anthony J. Fehringer, formerly 
manager of the St. Louis collection de- 
partment of the concern and holder of 
eleven shares of stock. 

The Petition 

In their petition they make the charge 
that the officers have mismanaged the 
concern and have paid themselves exor- 
bitant salaries and should be removed; 
that the officers have withheld funds due 
to policyholders under their policy con- 
tracts and have paid dividends during 
the past three years of $290,000 out of 
assets and trust funds belonging to the 
policyholders in violation of their duties 
and that regardless of incurred 
and shrinkage in investment assets the 
ficers paid a dividend of 16% in 1930, 
a dividend of 11% in 1931 and another 
dividend of 2%. It is also alleged in the 
petition that the company has_ been 
named defendants in suits asking for 
more than $100,000 that have been filed 
in five states. 

President McFadden said that he had 
not had an opportunity to read the en- 
tire petition filed in court on behalf of 
Austin and Fehringer, but that all of the 
charges contained in news accounts of 
the suit were unfounded and apparently 
made for the sole purpose of embarrass- 
mg and harassing the company and its 
officers, 

He denied that there is any foundation 
for the contention that the company has 
withheld from its policyholders any 
funds that are due them under their con- 
tracts with the company and said that 
what few suits are now pending in court 
against the indemnity concern are based 
m claims the company feels certain are 
not just. 

“We never permit any claim to get into 
court if we feel that the claimant has a 
just and reasonable basis for such claim 
and is probably entitled to a judgment 
against us,” Mr. Mcladden added. 
‘There is not one case pending in any 
court anywhere in which final judgment 
has been rendered against our c ympany. 

= In Sound Condition 
"The American Credit Indemnity Co. 
8 in sound financial condition. It has 
not been improperly managed and _ is 
making money for its stockholders. All 
lust claims are paid promptly and in 
strict accordance with our policy con- 
lracts. The reserves that we have set 
up tor the protection of the policyholders 
ae according to the formula promul- 
gated by the Missouri Itisurance Depart- 
ment and based upon the recent loss ra- 
ho trend are more than twice the amount 
necessary to meet all losses incurred or 
that might arise under existing contracts. 
In addition the company has its $400,000 
— and also $1,100,000 in free sur- 
a. time ago the American Credit 
ales — other insurance compa- 
wl € suggestion of the Insurance 
ra 0 id rearranged its capital struc- 
s1000000 the capital stock from 
dition’ to $400,000 and placing the ad- 

nal $600,000 into the surplus account. 
© Par value of the 40,000 shares of 


losses 
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NEW POST FOR F. P. LAWTON 

Insurance Commissioner Mortensen of 
Wisconsin has placed Frank P. Lawton 
in charge of insurance 
work in the Wisconsin Department. Mr. 
Lawton for the past few years has had 
cha:ge of state funds. 

Appointment to this work follows the 


compensation 


discontinuance of the Wisconsin Com- 
pensation Insurance Board which was 
abolished by the 1933 legislature. Com- 


missioner Mortensen also announced that 
Miss Margaret Gilman, who was former- 
ly assistant and clerk to Herbert L. 
Mount as secretary of the Compensa- 
tion Insurance Board, has been trans- 
ferred to the Department and appointed 
to a similar position with Mr. Lawton. 





capital stock is $10 per share. Some of 
the stock was sold on the St. Louis Stock 
Exchange this week for $9 a share. The 
stock has a liquidating value of about 
$30 a share, President McFadden said. 
The American Credit Indemnity is very 
highly regarded in insurance and finan- 
cial circles. It was generally considered 
unfortunate that the company should 
suffer from the unfavorable publicity in- 
cident to the filing of the receivership 
suit by its former employes. 


A GOOD PROPHET 





James R. Garrett Did Some Forecasting 
on May 16 Which Proved to 
Be Correct 

On May 16 James R. Garrett, manager 
cf eastern accident and health depart- 
ment of the National Casualty, made the 
following statement in his weekly letter 
to agenis: 


“ 


Business is slowly awakening from 
its long Rip Van Winkleism of almost 
four years. It is only a yawn or a 
stretch as yet but it spells hope—hope 
for better things—a lessening of worry 
—a few more comforts for the wife, the 
children, and for your neighbors. Amer- 
ica is going forward. It has found itself 
again, and will not soon forget the les- 
sons it has so painfully learned. We're 
going to be satisfied with less and enjoy 
it more. The ‘jazz age,’ the ‘get rich 
quick,’ and ‘keep up with the Jones’s’ pe- 
riod is, I hope, gone forever. We’re all 
human again and maybe we have found 
and will keep those qualities of heart 
and mind, those habits of clean, simple 
living which we had all but lost in the 
mad days of our fevered prosperity. So 
let’s settle down to our work with cour- 
age and confidence—faith in ourselves, 
our company and the future.” 


ST. LOUIS BOND TAX FIGHT 





Nine Companies Refuse to Pay $200 
License Fee to City and Cite Pro- 
tection of State Statute 

Nine companies writing 
bonding business in St. Louis have re- 
fused to pay the city license fee of $200 
for bonding companies, claiming that this 
fee is outlawed by a state statute pre- 
scribing the which insurance 
companies shall be taxed. The ordinance 


was enacted by the board of. aldermen 


insurance 


way in 


about a year ago. 
The asked the St. 
Louis circuit court to enjoin the city li- 


companies have 
cense collector from attempting to en- 
prosecute the 
companies for their refusal. The state 
law provides that insurance companies 
other than fire insurance concerns, in 
addition to the tax on premiums pro- 
vided by law, in any city of a population 
of more than 500,000 shall pay to the 
license collector if the city shall so de- 
clare by ordinance a sum of not more 
than $100, to be considered payment in 
full for, and in lieu of all taxes and li- 
censes which the city may possess the 
to impose on such agencies. 


force the ordinance and 


porve 














CASUALTY 


TO THE PROGRESSIVE AGENT 


Whether you wish aid in your production efforts, or just 
friendly counsel with men who thoroughly understand the 
problems of the local agent, our nation-wide organization is 


equipped to render immediate and intelligent assistance to you. 


AMERICAN SURETY COMPANY 


of New York 


Organized April 14, 1884 


Home Office: 100 Broadway, New York City 


NEW YORK CASUALTY COMPANY 


Organized December 31, 1890 


Home Office: 80 John Street, New York City 


FIDELITY AND SURETY BONDS 
INSURANCE 
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Illinois Life Reinsurance 


(Continued from Page 13) 


policies shall not at any time be entitled 
to cash surrender values or loans. 


Policies Lapsed After November 28, 1932. 

33. Any policy which shall have 
lapsed after November 28, 1932, and 
shall not have been reinstated shall be 
limited to the automatic provision con- 
tained in such policy for such amount as 
at the time said policy lapsed the net 
equity of such policy less (a) any surren- 
der charge provided for therein, and (b) 
the policy lien, will purchase and shall 
not be subject to the lien. In case of 
extended insurance it shall be for the 
face of the policy less (a) any policy in- 
debtedness, and (b) less the policy lien. 

3. The lien percentage applicable to 
such policy shall be the lien percentage 
adjusted as of December 31, 1933, except 
that if the lapse shall occur after De- 
cember 31, 1933, the lien percentage as 
theretofore last adjusted shall apply. In 
event of a death claim occurring on any 
policy which lapsed between November 
28, 1932, and December 31, 1933, the lien 
percentage of seventy per cent (70%) 
shall be used to determine whether or 
not such. policy had sufficient value to 
maintain it in force until the date of 
death, 

35. The automatic non-forfeiture pro- 
vision in any such policy for an auto- 
matic premium loan shall be inoperative, 
and there shall be substituted therefor 
the extended insurance provision, if any, 
of such policy, otherwise the paidup in- 
surance provision. 

Adjusted Obligations. 

%. Adjusted obligations are: (1) Sur- 
vivorship investment fund contracts ma- 
turing in 1932 and prior thereto; (2) En- 
dowment policies which matured on or 
prior to November 28, 1932; (3) Supple- 
mentary contracts not arising out of 
death claims but matured on or prior 
to November 28, 1932; and (4) Dividends 
left to accumulate on or prior to No- 
vember 28, 1932. 

37. Adjusted obligations are not sub- 
ject to the lien. Instead the liability 
thereon shall be reduced by sixty per 
cent (60%) and shall be payable in thirty 
(30) equal monthly instalments without 
interest, beginning ninety (90) days after 
the effective date of this contract. 

38. If under the terms of such adjust- 
ed obligation, settlement is to be made 
in instalments continuing for more than 
thirty-three (33) months after the effect- 
ive date of this contract, then the num- 
ber of instalments specified in the pol- 
icy shall control, but in computing the 
amount of each such instalment no in- 
terest shall be allowed during the period 
of thirty-three (33) months after the ef- 
fective date of this contract. Any ac- 
cumulated instalments unpaid at the ef- 
fective date of this contract shall be paid 
in the manner provided in the next pre- 
ceding paragraph. 

39. The Company shall not be re- 
quired to pay any instalment of less than 
Ten Dollars ($10.00), and consequently 
will pay the amount due within a shorter 
period of time than that above provided. 


Survivorship Investment Fund Contracts 
Maturing After December 31, 1932. 
40. Survivorship investment fund con- 
tracts maturing after December 31, 1932, 
shall not be subject to the lien, but the 
liability assumed by the Company there- 
under, as of November 28, 1932, shall be 
for an amount equivalent to the liability 
of the Illinois Life on said date, less an 
amount equivalent to the lien percentage 
fixed as of December 31, 1933. No in- 
terest shall he allowed upon such fund 
or the accretions thereto accruing prior 
to the effective date of this contract. The 
Company shall not be required to make 
any payment under any such contract 
prior to May 1, 193. 
Single Premium Annuities. 
41. The Company shall pay forty per 
cent (40%) of all amounts which were 
due on November 28, 1932, or which 





thereafter may become due under single 
premium annuity contracts in force on 
November 28, 1932, and which were then 
entitled to payment. Such contracts shall 
not be subject to the lien. All amounts 
payable prior to ninety (90) days after 
the effective date of this contract will be 
paid in instalments as provided in the 
foregoing paragraphs relating to Adjust- 
ed Obligations. 

Deferred Annuities. 

42. The amount of the annuity paya- 
ble under any deferred annuity contract 
providing for a first payment after No- 
vember 28, 1932, shall be such amount 
as would be purchased by the net equity 
of such contract less the policy lien at 
the time the first payment under such 
annuity contract shall become due. 
Limited Moratorium Upon Loan and 

Cash Surrender Values 

43. The net equity on November 28, 
1932, less the lien under any policy re- 
insured hereunder, shall not be available 
(even if the policy be exchanged), for 
policy loan or cash surrender value prior 
to December 31, 1938. However, the in- 
crease, if any, in the loan or cash sur- 
render value of any policy accumulated 
out of premiums paid subsequent to No- 
vember 38, 1932, or by amounts paid in 
reduction or discharge of the lien or loan 
against such policy, after deducting there- 
from any unpaid interest either on any 
policy indebtedness or on the policy lien, 
shall be available according to the terms 
of such policy for policy loans and cash 
surrender values subject to any regula- 
tion of the Insurance Department, or any 
law, of the State of Iowa or of the state 
where the insured resides provided the 
Company is licensed in such state. 

Disability Benefit Provisions 

44. Total and permanent disability 
benefit provisions are modified as fol- 
lows: (1) Valid claims under the waiver 
of premium provisions which arose on or 
prior to the date of payment of premium 
next following November 28, 1932, shall 
be allowed to the extent of forty per 
cent (40%) of the amount provided in 
the policy; (2) Valid claims under the 
waiver of premium provisions which 
arose after the date of payment of pre- 
mium next following November 28, 1932, 
shall be allowed in accordance with the 
terms of the policy; (3) Monthly or 
other income disability benefits under 
valid claims based upon disability which 
arose on or prior to November 28, 1932, 
shall be payable in the amount of forty 
per cent (40%) of the amount provided 
in the policy; (4) Monthly or other in- 
come disability benefits (but not the 
waiver of premium benefits in connection 
therewith) are discontinued as to disa- 
bility arising subsequent to November 
28, 1932, and the premium payable for 
the disability benefit provision shall be 
reduced to the premium which the IIli- 
nois Life would have charged for the 
waiver of premium benefit only, at the 
time such provision was issued. 

45. No claim shall be recognized un- 
der classifications (1) and (3) above un- 
less completed proofs have been received 
by the Company not later than October 
31, 1933. 

Notice 

46. The receiver shall mail promptly to the 
insured named in all policies in force on the 
date of the final approval of this contract and 
any assignees thereof of record a notice of the 
final approval of this contract, a printed copy 
of this contract, the order of Court approving 
the same (which order is hereby made a part 
of this contract), and the Company’s certificate 
of assumption, inserted in an envelope, first class 
postage prepaid, addressed to the name and ad- 
dress of each of the persons aforesaid last shown 
upon the records of the Illinois Life. The no- 
tice, copy of contract and Court order shall 
likewise be mailed to the insured and any as- 
signee of record in all policies in force on No- 
vember 28, 1932, but which were not in force 
on the date of the final approval of this con- 
tract. By assignees of record is meant assignees 
appearing upon the records of the Illinois Life, 
at its home office. 

Annual Report 


47. Until the complete discharge of the lien 
or December 31, 1947, whichever is the first 









to occur, the Company will keep accurate and 
complete records of all its transactions relating 
to the business reinsured and assumed by this 
contract, and not later than the first day of 


report by the 
Court shall be final and binding upon all per- 
sons interested or concerned. 


Apportionment of Expenses 


48. The Company shall have the right to de- 
duct and retain out of the Illinois Life Fund 
the actual cost paid or incurred by it directly 
connected with the management of the business 
reinsured and its indirect insurance expense of 
conducting said business, which shall be the 
same proportion of its indirect insurance ex- 
pense (after excluding its total first year ac- 
quisition expense) which the mean business for 
the year reinsured and assumed hereunder in 
force bears to the total mean insurance in the 
Company in force during the year including 
the mean business for the year reinsured here- 
under. 

49. The Company also shall be entitled to 
deduct and retain out of the Illinois Life Fund 
all direct expenses paid or incurred by it in 
connection with the handling of the Illinois 
Life Fund in the same manner as provided in 
the last preceding paragraph, except that in de- 
termining the Company’s indirect investment ex- 
pense the proportion which the mean Illinois 
Life Fund for the year bears to the mean 
total of the Company’s assets, including such 
Illinois Life Fund for such year shall be used. 

50. The amounts charged to the Illinois Life 
Fund for expenses shall be reasonable, and shall 
he subject to the approval of the Court. 

51. If the Company at any time shall nec- 
essarily advance any sum of money to enable 
it to carry out any provision of this contract, 
then it shall be reimbursed therefor out of the 
Illinois Life Fund with interest thereon at the 
same rate as currently earned on its invested 
assets, computed from the date when each such 
amount was so advanced to the date when it 
shall be reimbursed; provided that the Company 
shall not by virtue of this provision, or other- 
wise, be entitled to be reimbursed for any at- 
torneys’ fees, other fees or other expenses paid 
or incurred by it at any time in connection 
with the bid of the Company or the negotiation, 
nreparation, and presentation resulting in the 
final execution of this contract and its requisite 
approval. 

Exchange of Policies 

52. If the insured named in any policy rein- 
sured hereunder shall apply to the Company to 
have his policy exchanged for a new policy 
issued by the Company in lieu thereof, such new 
rolicy to be free from the lien provided for by 
this contract, the Company may issue such new 
policy applied for and credit thereto any amount 
to which the insured would then or thereafter 
become entitled under the terms of this contract. 
The net profits upon all policies so exchanged 
(which for this purpose shall be the amount 
of the gross earnings upon such policies less 
expenses of operations chargeable to such policies 
and any dividends paid thereon, which dividends 
shall be declared upon a basis relative to the 
current earnings of the year in question not 
substantially in excess of the proportion of cur- 
rent earnings upon participating policies distrib- 
uted upon such policies during the three years 
preceding the effective date of this contract) 
shall be for the sole benefit of the Illinois Life 
Fund and credited thereto. 

Provisions For Delivery of Assets to the 
Company 

53. Subject to the final order of the court 
upon liquidation, the assets of Illinois Life after 
appraisal upon the basis of a cash liquidation 
value and after determination of claims, shall 
be delivered to the Company upon payment to 
the Receiver of funds necessary to pay upon 
such basis dividends determined upon claims 
and any unpaid receivership expenses. If the 
aggregate sum so to be paid by the Company 
shall exceed thirty per cent (30%) of the total 
appraised value of such assets or the sum of 
One Million Five Hundred Thousand Dollars 
($1,500,000), whichever is the lesser, then the 
Company shall not be bound to follow the above 
mentioned procedure but shall by petition apply 
to the Court for a severance of the assets as 
between the liabilities of the Illinois Life rein- 
sured and assumed hereunder and all its other 
liabilities, and any other relief so as to enable 
the Company to obtain promptly the assets to 
be transferred and delivered to it. In the event 
severance is made, the Receiver shall retain suffi- 
cient assets to pay all unpaid receivership ex- 
penses and that portion of the assets which shall 
be allocated for the benefit of persons who do 
not accept the benefits of this contract. 

54. Concurrently with or prior to the de 
livery of the above mentioned assets to the 
Company, the Receiver shall likewise transfer 
and deliver to the Company the full amount 
of all premiums paid to the Receiver by persons 
accepting the benefits of this contract, less (1) 
any amount included in such premium for in- 
come disability benefits and (2) any amount 
paid by the Receiver as premium upon any 
reinsurance treaty or contract covering the per- 
sons who accept the benefits of this contract. 

55. The Receiver shall pay to the Company 
such amount as the Court shall find and direct 
should be paid for the cost of insurance, the 
henefit of which any person who does not accept 
the benefits of this contract has enjoyed during 
the period from November 28, 1932, to the 
effective date of this contract less any amount 
paid by the Receiver as premium upon any re 
insurance treaty or contract covering the persons 
who do not accept the benefits of this contract. 

56. Concurrently with or prior to the de- 
livery of the assets, the Receiver shall: (a) as- 
sign to the Company all policy indebtedness 
upon any policy reinsured and all indebtedness 
against any liability of the Illinois Life assumed 
under the terms of this contract as to all per- 
sons who accept the benefits of this contract; 
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United States Fidelity & Guaranty ¢, 
with which is affiliated 


Fidelity & Guaranty Fire Corp. 
Home Offices: Baltimore, Md, 


— rr ) 
and (b) assign all the right, title and interes 
of Illinois Life and of the Receiver jn a 
to all reinsurance agreements between the tl, 
nois Life and other insurance companies to 
gether with all rights and privileges thereunde, 
as to all persons who accept the benefits of thic 
contract, including the right of the Receiver mn 
terminate or cancel any such agreement, 


Illinois Life Fund 














57. All assets delivered and sums paid 5 
the Receiver to the Company together with ai 
accretions thereto and all gains and profits from 
the business reinsured shall constitute and he 
designated as the Illinois Life Fund. No trans 
fer of any assets at any time without specif 
order of the Court shall be made between asses 
in the Illinois Life Fund and other assets of 
the Company, and without such specific order 
of the Court no investment of moneys from 
the Illinois Life Fund shall be made direct) 
or indirectly in any investments of the Con 
pany, provided the Company shall have th, 
right to commingle cash belonging to the ]jj 
nois Life Fund with the Company’s other cas) 
as may be reasonably necessary for the curren; 
operations of the Company. The Illinois Lig. 
Fund shall be so designated and set apart thy 
it will not be subject to any demand by other 
nolicyholders of the Company or by other cred 
itors of the Company. 

As_ provided in paragraphs 28 and 58 anj 
elsewhere in this contract, the policies assume 
shall become unlimitedly (except for any fina 
lien which may be determined) the obligatios 
of the Company on January 1, 1948, or a 
such sooner time as the lien upon all of th 
policies shall be completely removed. When the 
lien is thus completely removed or finally de 
termined, all policies shall become participating 
with other policies of the Company as provided 
in paragraph 28 and elsewhere in this contract 
In determining when the lien upon all policies 
shall have been completely removed, the assets 
may be appraised and the contingency fund need 
not be regarded as a liability. At such time 
and after approval thereof by the Court, 1 
contrary order having been previously entered 
hy the Court in any proceeding contemplated 
hy this contract, the Illinois Life Fund shal 
then cease to exist and the assets therein shal 
he considered as other assets of the Company 
The provisions of this contract thereafter appli 
cable shall continue, but after such date the 
trust shall cease and the express supervision of 
the Court shall terminate. 

58. It is understood and agreed between th 
parties hereto and all persons who may accept 
the benefits of this contract that this contract 
is one of management by the Company of th 
assets and business of the Illinois Life whicl 
under the terms and conditions of this contract 
are to be turned over and transferred to the 
Company, and that until the lien is entirely 1 
moved or until December 31, 1947, whichever 
shall first occur, the Company shall receive nm 
profits or gains from the assets conveyed or 
from the business reinsured, but all of su 
profits or gains of every character (except 
provided in paragraphs 16 and 72) shall be for 
the sole benefit of the Illinois Life Fund. By 
reason of the foregoing provision it is likewis 
understood and agreed as one of the conditions 
of this contract that until January 1, 1948, 
until such sooner time as the lien shall ha 
heen completely removed upon all policies th 
Company’s liability under this contract to pay 
(except as otherwise provided in paragraphs | 
16, 28, 48-51, 52, 53, 57, 59, 60 and 72 a 
the various provisions of the contract regat 
ing reports, accountings, valuations of assets 
adjustments of lien and other matters whi 
shall be subject to the approval by the Court 
and provisions as in paragraph 59 and elsewhert 
throughout the contract regarding the handling 
of the assets and the conduct of the business), 
any sum of money is limited to the payment 
of all sums to the extent the Illinois Life Funt 
will permit and not otherwise. Wherever! 
this contract the words “pay,” “assume,” “lia 
bility” or “‘reinsure” are used in connection wit! 
undertakings of the Company, the ordinary 
meaning of such words, or any other worts 
of like import, is qualified by the provisions 
of this paragraph. : ov 

59. The conservation and rehabilitation of t 
assets of Illinois Life and the conduct ot the 
insurance and the investments shall receive the 
diligent and solicitous attention of the Company 
The Company shall have the right to pledge or 
hypothecate any of the assets in the Illinois Life 
Fund whenever it shall be necessary to enable 
it to raise money to carry out any of the pre 
visions of this contract. in 

In determining any question arising as to the 
proper construction of the contract the prov' 
sions of paragraphs 57-59 shall be given 0 
trolling consideration. 

Supervision by the Court ; 

60. The Court shall retain full, complete an 
exclusive jurisdiction over the assets nd the 
insurance business of the Illinois Life reinsute! 
and assumed hereunder. The Company © 
hereby agree to comply with any final 0 
which after reasonable notice to it and at ¢ 
portunity to be heard may be entered with - 
erence thereto during the term of this contrac 
The Court may act of its own motion, of upon 
petition filed by an interested party, OF upo® z 
proceeding or petition in the nature 0 
suit, or otherwise. The jurisdiction retaine fn: 
not be confined to interpretation of te ee 
tract, or any proceeding based upon breac 
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violation of any provision of the contract or 
to accounting under the contract, but shall be 
full and complete a in any case involving trusts, 
Any expenses and fees as allowed by the Court 
to attorneys, auditors, actuaries, or to repre- 
sentatives of the Court in carrying out the 
provisions hereof shall be paid by the Company 
from the Illinois Life Fund. Any monetary re- 
covery against the Company and any expenses 
as above provided based upon a finding of fault 
n the part of the Company, shall be paid by 
the Company from its own funds, if such final 
order so directs. In order to make effective this 
provision, the Company does hereby irrevocably 
jesignate and appoint the Director of Insurance 
of the State of Illinois and his successor in the 
supervision of insurance as its agent upon whom 
process may be served either at the office of 
Director of Insurance in Springfield or in 








Any report or accounting in this contract pro- 
d to be made by the Company shall not be 
considered as made until filed with the clerk of 
the Court under the title of Layton vs. Illinois 
Life Insurance Co., Consolidated No. 12565, and 
until notice of such filing shall have been given 
yw the Company to counsel of record in such 
case and as the Court by order may direct. No 
such report or account shall be considered ap- 
proved until an order to such effect shall have 

en entered by the Court. However, if any 
a report after such filing and such notice 
is unobjected to by any party or by the Court 
within six months and if no order is entered 
extending the time for objections, such report 
shall be considered approved. 








General Provisions 


61. The Company may enter into contracts 
with any former agent ot the Lllinois Lite tor 
the purpose of conserving the business reinsured 
upon such terms and conditions as may be 
mutually agreeable, and the Company may pay 
to such agent provided he remains in the em- 
ploy of the Company and renders services satis- 
tactory to the Company in the conservation of 
the business a renewal commission, aS an ex- 
ense of the business reinsured, on renewal pre- 
I is received by the Company on said re 
insured business at a rate not to exceed five per 
nt (5%) for not to exceed nine (9) annual 
premiums after the effective date of this con- 
tract, and thereafter upon the conditions afore- 
said a collection fee not to exceed two and one- 
half per cent (242%) of such annual premiums. 














The Receiver shall assign and transfer to 
the ~ Company any claim for advancements or 
vans made by the Illinois Life to such agents 
as may enter into agency contracts with the 
pany, and the Company shall have the right 
deduct any renewal commissions earned un- 
this contract out of any such indebtedness 
the agent to the Illinois Life. Any former 
nt of the Illinois Life who enters into a 
tract with the Company, as herein provided, 
hall, as a part of the consideration therefor, 
xecute and deliver an assignment of all claims 
i demands growing out of the agency rela- 
iship which he has or may claim to have 
ist either the Illinois Life or the Receiver. 



















63. Policies registered under the Act of the 
tate of lilinois entitled “An Act to Provide tor 
Deposit ot Reserves and the Registration of 
and Annuity Bonds by Lite Insurance 
nies ot this State, Approved April 18, 
as amended, shall be understood to be, 
hereby, reimsured and assumed subject 
the same conditions, lien, limitations, excep- 
ns and modifications as policies not so reg- 
d, and the holders of such registered poll- 

shall have no other or greater rights under 
this contract than the holders of policies not 
gistered, except as otherwise provided 











64. As soon as practicable after the final ap 
al of this contract and not later than Oc- 
tober 31, 1933, the Receiver shall apply to the 
Court for instructions as to the additional bene- 
fits or rights, if any, of the holders of such 
istered policies. If the Court shall find such 
lers are entitled to any other or different 
hts than other policyholders, an appropriate 
ndment to this contract, acceptable to the 
pany shall be made within a reasonable time 
the entry of such order. 
The premium to be paid to the Company 
1 policy reinsured and assumed _here 
under shall not exceed the premium provided in 
such policy or in any reinsurance contract ex- 
ecuted by the Illinois Life covering policies is 
sued by other companies and assumed by the 
Illinois Life, provided that the Company shall 
he same right as the Illinois Life had to 
and change the rates of premiums on 
classes of policies in accordance with the 
1 conditions of such policies, 
he Company shall determine 
ds, if any, be declared and 
ts of participating policies issued or as 
sumed by Illinois Life on either annual or de- 
ferred dividend plans. Such action shall be re 
ported in its annual report subject to the in 
structions of the court as to what course of ac 
m the Company shall follow in the future. 
67. The Receiver shall immediately make 
vailable to the Company, all applications, med 
examination records, all records respecting 
policy loans and liens, all files, registers, cards, 
indy ling lists, stationery supplies, all con- 
policy forms, any and all other rec 
uments and papers pertaining to the 
of the Illinois Life, all filing cabinets 
equipment used in connection there 
all other office furniture, equipment 
iances of every kind and nature used 
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1 appl _ev ; 
y the Illinois Life in the conduct of its busi- 
ness and as soon as possible deliver same to the 
Company The Company shall make available 
to the vuurt and the Receiver any records or 
hi hint Ve 

es which have been received by it from the 
Receiver 


®8. From time to time upon the reasonable 
request of the Company the Receiver shall exe 
cute and deliver such documents of further 
assurance as the Company may reasonably re- 
quest, including all papers and documents which 







may be reasonably necessary for the Company 
to entorce and enjoy any right or property to 
which it is entitled pursuant to the terms of 
this contract or to vest in it full and complete 
title thereto in so far as the Receiver or the 
Illinois Life may have had such right or title. 

69. The Company, in filing any statement 
with its home State and with any other State, 
shall report the lien and any unpaid interest 
thereon as a deduction from the gross reserves 
set up as of the date of the report for all polli- 
cies to which the lien attaches. Nothing in this 
contract shall obligate the Company to maintain 
any reserve to provide for the waiving of liens. 
In applying the provisions of any policy relat- 
ing to its termination for the reason that the 
total indebtedness shall equal or exceed the re- 
serve upon such policy, the policy lien shall be 
considered an indebtedness upon such policy, 
except the insured shall have the right to main- 
tain the lien and indebtedness for the full 
amount of the reserves upon payment of pre- 
miums and interest in cash. 

70. In order to conserve the business rein- 
sured and to avoid unnecessary expense of liti- 
gation, no action or proceeding shall be insti- 
tuted or maintained at law or in equity against 
the Company, involving the interpretation or 
construction of any provision of this contract, 
in any jurisdiction in which the Company may 
be subject to service of process, except in the 
United States District Court for the Northern 
District of Illinois, Eastern Division. With re- 
spect to such questions, said court shall have 
exclusive jurisdiction. Any insured or benefi- 
ciary may bring in any court of competent jur- 
isdiction any action upon his policy or contract 
as modified by this contract. 

The determination by the Company as to 
the validity of any claim and the payment there 
of shall be binding upon all other persons re 
insured hereunder. 

72. The Company may continue or replace 
any reinsurance agreement between the Illinois 
Life and any other company which is assigned 
to it and may either reduce the amount upon 
one life which is so reinsured or increase such 
amount either under the existing treaties or un- 
der additional treaties. In the event of such 
reinsurance being carried in whole or in part 
by the Company, one-half of any gains or profits 
therefrom shall be paid to the Illinois Life Fund. 
73. The Company shall have the right to col- 
lect any sum of money which has or may here 
after become due under the terms of any policy 
but has not been paid to the Receiver or to the 
Illinois Life. Any sum paid to the Receiver 
and by him paid to the Company shall be cred- 
ited to the policy as though the same had been 
paid directly to the Company on the date same 
was paid to the Receiver, provided the Company 
may at any time within sixty (60) days after 
the date on which any such sum of money is 
paid to it by the Receiver return the same 
to the person making such payment to the Re 
ceiver or to the Illinois Life, in any case in 
which the Illinois Life would have had the 
right to return or to refuse to accept the same. 

74. Any income, credits or appreciations up 
on the business reinsured or in the Illinois Life 
Fund in excess of the requirements to pay and 
maintain the liabilities of the business reinsured 
shall be considered as a part of the liquidation 
of the lien and shall not be treated as income 
either to the Company or the business reinsured 
until the complete and final discharge of the 
lien or December 31, 1947, whichever is the 
first to occur. 

75. The effective date of the contract shall be 
31 days after notice of the provisions of the 
contract shall have been mailed to the policy 
holders by the Receiver as above provided. rhe 
contract contemplates that in no event shall the 
Company be required to pay any sums as pro 
vided in the contract until 90 days after the 
effective date. If the Receiver fails to deliver 
to the Company fifty per cent (50%) of the 
assets to which the Company is entitled under 
the provisions of this contract within such 
period of 90 days, any delay in such delivery 
beyond said period of 90 days shall result in 
an equivalent extension to the Company of any 
liability to make payments as provided in this 
contract 





76. This contract shall not become binding 
upon the Company until it has been authorized 
and approved by the Court and by the Commis- 
sion created and authorized under the laws of 


the State of Iowa for that purpose. 

77. There is no personal liability by the Re 
ceiver assumed under this contract 

78. Any provision in this contract to the con 


trary notwithstanding, the Company shall have 
the right where any part of its risk is or was 
reinsured, to pay any death claim provided 
herein to be paid in one lump sum instead of 
instalments with appropriate discount for de 
ferred payments. 
‘9. Except as herein otherwise provided by 
lage or clear intendment any per 
or becoming entitled to any bene 
fit under this contract shall thereby relinquish 
any claim to any assets of the Illinois Life held 
by the Receiver or any claim against the Re 
ceiver based upon the same policy or contract 
except so far as there may be express dissent 
or filing of claim as provided in the order of 
court entered concurrently with the approval 
of this contract Dissent, as provided in the 
order of court entered concurrently with the 
approval of this contract or any claim filed in 
accordance with said order, shall remove such 
policy, and any one claiming thereunder from 
any interest under this contract and from any 
interest in the assets of Illinois Life received 
by the Company Any person who so dissents 
and who does not file a claim against the Re 
ceiver shall have such rights only under this 
contract as the Company may see fit to grant 
to him 

IN WITNESS WHEREOF, the Company has 
caused these presents to” be executed by its 
President or Vice-President, and its corporate 
seal to he hereunto affixed, attested by its Sec 
retary, or Assistant Secretary, and the Receiver 
has hereunto set his hand and seal, the day 
and year first above written. 
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No EXTRA 
for a fine 


PREMIUMS 


lunch at 


olden Hull 


At Fulton and William Streets 





HEN you’ve had a hard morning at the office 


you 


want to relax quietly, and lunch leisurely, comfortably, 
pleasantly. You want good food, well-prepared and courte- 
ously served. And inexpensive, in accord with the times. 


Childs Golden Hill offers you just that—and its popularity 


with the insurance fraternity 


makes it the ideal place to meet 


your friends and take your clients for an informal chat or 


conference. 


There’s the Lunch Counter when you’re in a very special 
hurry —the round-tables in the Colonial Dining Room for 
small groups—the semi-private rooms for larger gatherings. 


Perfectly planned to meet every preference. 





THE NATION’S HOST 










BEER 


THE BEER THAT MADE MILWAUKEE FAMOUS 


On Srungitdens Glass 10. 


FROM COAST TO COAST 
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Banks’ Insured Money 
Must Be Time Locked 


AFFECTS CITIES UNDER 25,000 
Two Armed Guards Required to Be 
Present at Each Unlocked Entrance 
Door to Banks 


Primary bank robbery insurance con- 
tracts for banks in towns of less than 
25,000 population in twenty-three states 


will hereafter require 85% of money in- 
sured against to be kept in vaults, 
safes, chests or similar receptacles under 


loss 


time locks 
Members of the National Bureau of 
Casualty and Surety Underwriters were 


after an 
hun- 
July 


compelled to issue this ruling 
exhaustive survey of conditions in 
dreds of towns. It will be effective 
15, 1933. 

Provision is made in the plan that 
when the time lock receptacle is open, 
two guards or employes equipped with 
loaded firearms shall be stationed at each 
unlocked entrance door to the bank or 


that such doors must be locked. Pro- 
vision is also made for the safeguarding 
of money unexpectedly received by re- 


quiring that it be placed under the pro- 
tection of a combination lock within fif- 
i and then at 


teen minutes after receipt 
the earliest opportunity placed under the 
protection of a time lock. 

The ruling does not apply to: (1) 
policies covering securitics only; (2) 


banks in towns of 25,000 population or 
more and having a working force of not 
less than five persons; (3) banks having 
approved robbery tear gas system, ban- 
dit resisting enclosures or bandit bar- 
riers certificated by Underwriters’ Lab- 
oratories; (4) policies written with the 
$10,000 deductible endorsement; and (5) 
Blanket 


policies written excess over 
sonds or All Risk Policies of $10,000 or 
more 


insurance for an additional 
be issued to banks which 
the 15% limitation. 


Extended 
premium may 
want to increase 


GUARANTEED MORTGAGES 





Van Schaick Calls Meeting of Those In- 
terested in That Phase of Old Na- 
tional Surety Co.’s Business 

For the purpose of discussing proposed 
plans of reorganizing the mortgage guar- 
anty business of the National Surety Co. 
a public hearing will be held by Super- 
intendent Van Schaick at 80 Center 
Street, 10 o'clock, on July 27. Bondhold- 
ers and their representatives who have 
suggestions to offer are invited to attend 
and present their views. Also, trustees 
of the various bond issues guaranteed by 
the National Surety Co. 

John G. Gredler is president of the 
National Realty Management Co., Inc., 
formed to service mortgages and prop- 
erty underlying these guarantees. 

The committee of state insurance com- 
missioners, servicing as a protective com- 
mittee for bondholders, meets in New 
York July 26. It will confer with Mr. 
Van Schaick as rehabilitator of the Na- 


tional Surety on plans for reorganiza- 
tion of the guaranteed mortgage situa- 
tion. 


His Eyes Are Good But 
Hysteria Makes Man Blind 


The strange case of Tom Kupina, who 
according to doctors thinks he is blind 
but is not, occupied a Sudbury, Ont., 
court where Kupina sued an insurance 
company for compensation. His suit was 
dismissed, however, when the judge ruled 
he had not suffered “total and irrevoca- 
ble loss of sight of both eyes” as the 
result of an accident at Frood mine. 

Medical testimony of both complain- 
ant’s and defendant’s experts was that 
there is nothing organically wrong with 
Kupina’s eyes, but he is suffering from 
hysteria akin to shell shock which ac- 
tually prevents him from seeing. This 
condition, doctors agreed, may improve 
suddenly at any time. 





L. L. Saunders Completes 
10 Years With Federation 


Leonard L. Saunders, executive secre- 


tary of the Insurance Federation of the 
State of New York, will celebrate his 
tenth anniversary with the Federation 


on August 1. During this decade Mr. 
Saunders has had a most successful rec- 
ord in legislative activities, fighting many 
bills which would have been very dam- 
aging to insurance and supporting meas- 
ures that were of a constructive nature. 
He is known to company men and pro- 
ducers in all parts of the State and al- 
ways receives a hearty welcome when- 
ever he attends insurance conventions. 
It is certain that Mr. Saunders will re- 
ceive many congratulations on his ten 
year record, together with hearty wishes 
for another decade equally as fruitful of 
results. 


OVERRULES DEFENSE 





Commissioner of Agriculture and Mar- 
kets, This State, Wins Action Against 
Standard Accident of Detroit 
In an action brought by Charles H. 
Baldwin, commissioner of agriculture and 
markets, State of N. Y., against the 
Standard Accident in the matter of pay- 
ment of claims, filed by consignor credit- 


ors against certain commission mer- 
chants bonds, the Appellate Division, 
Third Department, on December 30 
handed down a decision sustaining the 
claims of the commissioner and over- 
ruled the defense of the company. This 


action was affirmed without opinion by 
the Court of Appeals, July 11. 

The commission merchants law was en- 
acted in 1913. It was designed to pro- 
tect persons who ship farm products to 
licensed commission merchants to be sold 
on commission. During the past two 
years the Standard Accident was surety 
on bonds of eleven commission mer- 
chants that became insolvent owing ship- 
pers for farm products sold on commis- 
sion. It refused to pay demands made 
by the commissioner for $22,229, thus ne- 
cessitating action in court for the re- 


covery of amounts due claimants. The 
surety interposed certain objections 
ranging from an attack upon the con- 


stitutionality of the statute to questions 
of practice and evidence in the suits 
upon the bonds. The Appellate Division 
decided the construction of this statute 
long unquestioned should not be changed. 





LIABLE FOR ALL DEPOSITS 
Fact That Part of Sums Banked by 
County Belonged in Fact to State and 
Townships Held Not Material 
The fact that certain bank deposits of 
a county are actually money owned by 
other political subdivisions doesn’t affect 
the liability of the depository bond for 
the whole amount, the Michigan Su- 
preme Court has held in County of Mus- 
kegon v. Michigan Surety. That court 
also held that the surety cannot make 
restrictions in the contract which would 
make the liability covered less than that 

provided by the statute. 

The Michigan Surety had a_ $20,000 
bond covering deposits of Muskegon 
County in the Peoples State Bank for 
Savings at Muskegon, which closed in 
1931. The surety company pointed out 
that much of the deposits were actually 
funds belonging to the state and town- 
ships. However, the court held that 
since the county is responsible for col- 
lection and safekeeping of such money, 
the funds are county funds insofar as 
the depository bond is concerned. 


ELIZABETH ACCIDENTS 

The board of public works of Eliza- 
beth, N. J., has announced that hereaf- 
ter reports of all accidents in which 
city-licensed taxicabs are involved, must 
be reported to the board. It will be 
necessary to hand in a written report of 
the accident regardless of how slight the 
accident might have been, and must be 
written on a form which is similar to 
the one used by the New Jersey Motor 
Vehicle Department. 





einen ee Taene, 
Bears and Trainer 


IN FIREMAN’S FUND 


POLICY 





Behrendt-Levy Co., Los Angeles, Placed 
Risk on Tamer Clyde Beatty for 
Picture “Big Cage” 

When Clyde Beatty, 
principal act in Ringling’s circus, made 
the thrilling picture, “Big Cage,” for Uni- 
versal Pictures Corporation, it was in- 
sured, The business was written by the 
Behrendt-Levy agency of Los Angeles in 
the Fireman’s Fund. A policy was tak- 
en out in an amount sufficient to cover 
the cost of production, insuring against 
total or partial loss through accidental 
death, injury or sickness of Clyde Beatty. 
The insurance ran for a period of only 
cight weeks, but so great was the risk 
that a substantial premium was paid. 

The lions and tigers used in making 
the picture were circus animals trained 
by Mr. Beatty and were the property 
of the Hagenbeck-Wallace Show Co. 
They were shipped to Universal City 
from winter quarters at Peru, Ind., under 
«a contract which required the Universal 
to. arrange adequate liability insurance 
for death or injury to any of the ani- 
mals. It was written in the marine de- 
partment of the Fireman’s Fund. 


lion tamer and 


Altogether, there were twenty lions, 
fourteen tigers, four leopards, and two 
bears, the policy being for $50,000. The 
tigers were the highest valued, “but,” 
says the Fireman’s Fund Record, “even 
the bears, the lowest in value, were each 


worth the price of a good automobile.” 
Continuing that paper says: 

_“There is no denying that the ‘Bie 
Cage’ picture was one of the most thrill- 
ing, particularly to the underwriter who 
might well have experienced a sinking 
spell at some of the scenes, had he not 
realized that he was only seeing a picture 
and that the risk was then a thing of 
the past.” 





ANNOUNCING THE LoyaAL’s 


“NEW DEAL” 


AGENT’S 
CONTRACT 
WHICH WILL HELP 


LIFE INSURANCE SALESMEN 


To Make More Money 
and 
Enable Them to 
Furnish Their Clientele With 
CompLete Disapitiry CoveraGe 


LOYAL 


PROTECTIVE INSURANCE 
ComMPANY 


“True To Its Name” 
Boston, Massachusetts 


Established 1895 
JoHN M. PowELL, President 





Mail This Coupon Today 
Protective INSURANCE Co., 
Boston, Mass. 


Please furnish particulars of your 
Policies and the “NEW DEAL” direct 
Home Office Agency Contract. 


LoyaL 


Name 











July 21, 1933 


—., 








Indemnity 


Insurance Co. of 
North America 
PHILADELPHIA 
e 


CAPITAL $1,000,000 


Casualty 
Fidelity 
Surety 


Unquestioned 
Financial Stability 


Unique, Convenient Policies 
Complete, Efficient Service 


All Modern Coverages 


Combination Automobile -Policy, Con 
bination Residence Policy and Complete 
Golfer’s Policy issued jointly with allied 


fire companies. 





LAB. 
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